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GIVE YOUR BOY THE RIGHT START ses RESERVE LOAN LIFE EDUCATIONAL 
__POLICY WILL SEND HIM TO THE FRONT DOOR 








Life Insurance Men— 


A contract with our Company will 
insure you a prosperous year. 


BEST COMMISSIONS—BEST POLICIES—WRITE U 


RESERVE LOAN LIFE INSURANCE COMPANY 


Indianapolis, Indiana 

















NEW HOME OF THE GREATEST ILLINOIS COMPANY 
Corner Lake Shore Drive and Scott Street 
Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


Admitted Assets, December 31, 1921... .. 2.2.2.0... cccccceceees $19,413,846.72 
Payments to policyholders and beneficiaries since organization 21,566,983.06 


FIVE YEARS RECORD 


Year Ending Dec. 31,1916 Year Ending Dec. 31, 1921 INCREASE 


Interest Income...| $ 620,562.65 ($ 991,613.43 |$ 371,050.78 
Premium Income. . 2,419,486.91 3,818,060.43 1 ,398,573.52 
Admitted Assets ..| 12,946,337.03 19,413,846.72 6,467,509.69 
Insurance in Force.| 80,280,589.82 | 136,485,045.27 56,204,455.45 


ILLINOIS LIFE INSURANCE CO. 


CHICAGO 


James W. Stevens, President 


GREATEST ILLINOIS COMPANY 
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SAYS DISABILITY IS AN 
AID TO LIFE COMPANIES 


John M. Laird Tells Actuaries of 
Bright Future of 
Business 


IS NOW AN INTEGRAL PART 


Firmly Established Among Life Offices, 
Though Much Remains to Be 
Learned—Room for All 


The outlook for disability insurance 
written by life companies was reviewed 
by John M. Laird, actuary for the Con- 
necticult a paper on “Per- 
sonal Accident and Health Insurance,” 
read before the semi-annual meeting of 
the Actuarial Society of America, held 
in Hartford, Conn., last week. Mr. 
Laird gave a detailed analysis of the 
disability business from both the under- 


General, in 


angles and covering 
commercial, and disa- 
bility business written in conjunction 
with life policies. He pointed out 
many of the important f 


and selling 
non-cancellable 


writing 


factors in 
which life companies are still deficient 
and said that much remained to be 
learned from the commercial disability 
companies. He said, however, that the 
business has become an established part 
of life underwriting and would be still 
further developed, although at no time 
threatening or forcing competition with 
the regular disability companies. Mr. 
Laird said in part: 


Now Firmly Established 


“Accident and health insurance has 
become an integral part of life insur- 
ance. Under this combination the com- 
pany can give a greater return to pol- 
icyholders than under separate accident 
and health policies because there is a 
reduction in the selection against the 
‘ompany and in the acquisition expense 
and an increase in the persistency of 
the good business. Furthermore, the 
coverage in conjunction with life insur- 
ance has in general been confined to the 
two major benefits—principal sum for 
accidental death and income protection 
during prolonged total disability. 

“Several life companies have recog- 
nized that these accident and health 
benefits in conjunction with life insur- 
ance do not fully meet the needs of the 
insuring public. For instance, a person 
may desire more disability protection 
than he can obtain at the rate of $10 a 
month with each $1,000 of life insur- 
ance or may wish a greater amount of 
disability protection than the company’s 
absolute limit under permanent total 
disability and non-cancellable insurance. 
Sometimes the prospect is primarily in- 
terested in disability coverage from the 
first day or in protection against par- 
tial disability. In spite of the develop- 
ment of disability benefits with life in- 
surance and of the non-cancellable idea, 
there is therefore still room for com- 
mercial accident and health insurance. 
Many life companies have accordingly 





COMMITTEE IS NAMED 


DR. COOK IS MADE CHAIRMAN 





Will Investigate the Total and Perma- 
Disability Clause the 
American Life Convention 


nent for 





President Lee J. Dougherty of the 
American Life Convention, has ap- 
pointed a special committee to look into 
the subject of the total and permanent 
disability clause as provided for at the 
annual meeting. This committee will 
make extensive research and investiga- 
tion into the use of the clause and re- 
port at the next annual meeting. Dr. 
Henry Wireman Cook, vice-president of 
the Northwestern National Life of Min- 
neapolis, is chairman. Other members of 





th committee are Vice-PresidenteGeorge 
Graham of the Central States Life of 
St. Louis, Vice-President Lawrence M. 
Cathles of the Southland Life, General 
Counsel W. S. Ayres of the Bankers 
Life of Des Moines, Dr. H. A. Baker, 
medical director of the Kansas City 
Life, President Herbert M. Woollen of 


‘entral of Indianapolis 
Smith Homans of the 
Life of Louisville. 


American ( 
and Secretary # 


Commonwealth 


established an accident and health de- 
partment for the purpose of issuing non- 
cancellable and commercial accident 
and health insurance. In this way they 
round out the complete circle of per- 
sonal insurance protection. 


Is Valuable Selling Aid 


“Frequently an agent has begun his 
insurance career on commercial acci- 
dent and health insurance where a quick 
sale can more readily be made and has 


later become an expert life insurance 
salesman. 
“Whether the accident and health 


benefits are issued only in conjunction 
with life insurance or as entirely sepa- 
rate policies, the company must educate 
underwriters, salesmen, medical exam- 
iners and inspectors to appreciate the 
new problems. They must learn to dis- 
tinguish the accidental death hazard and 
the sickness hazard from the life insur- 
ance hazard. 

“If the company is unnecessarily se- 
vere in underwriting the accident and 
health benefits and rejects a number of 
risks which would have been acceptable 
for life insurance alone, the salesman’s 


enthusiasm for the new coverage will 
soon wane. For this reason some com- 
panies which issue only standard life 


insurance may find it necessary to grant 
accidental death benefits and disability 
benefits at sub-standard rates in order 
to avoid disappointing the applicant and 
the salesman. 


Should Be Self-Sustaining 


“The rates charged for accident and 
health insurance should be adequate to 
cover all claims, specific expenses and 
pro rata share of miscellaneous ex- 
penses. Separate accounts should be 
kept to show the company’s gain or 
loss on accident and health benefits 
granted with life insurance and on the 
separate accident and health policies. 

“With reasonable precautions life in- 
surance companies can materially in- 

(CONTINUED ON PAGE 22) 
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COMPANY TO REINSURE | 


CENTRAL STATES TO RETIRE 


Northern States Life of Hammond, 
Ind., Closes Deal to Take Over 
Crawfordsville Company 


The Central States Life of Crawfords- 
ville, Ind., has reinsured its business in 
the Northern States of Hammond, 
Ind. The Central States has been ex- 
amined by the Indiana department and 
the reinsurance deal has been approved. 

The Central States began 
June 29, 1909, with a paid-in capital of 
$50,006. The original authorized capital 
$100,000 which was later raised to 


busing ss 


was 


$250,000, of which $100,000 has been 
paid in. The company was confronted 
with an impairment of capital much of 


the time and but $1,000 was ever paid 
in dividends to stockholders The com- 
r wrote both participating and non- 
participating business At the begin- 
ning of the vear it had $4,677,565 insur- 
ance in force This is high grade 
business, written within a_ restricted 
locality centering on the home office 
Its management has been in the hands 
of men who stand wel! in their con 
munity 

The Northern States began business 
Jan. 17, 1911, and now has a paid in 
‘apital of $162,000. The insurance in 
force at the beginning of the vear was 
£12,.265,159 It is understood that 
President Edwin M Brown of the 
Central States mav go with the North 
ern States. 
NORTHWESTERN’S BIG GAIN 


Milwaukee Company Shows Increase of 
$10,000,000 in Business for First 
Nine Months of Year 








MILWAUKEE, WIS., Oct. 24.—Lif 
insurance written the third quarter of 
by the Northwestern Mutua! 

Life amounted to $71,380,921, accordine 
to figures reported at the third quarterly 


meeting of the trustees of the company 
This represents an increase of $10,576.- 
410 over the same period of 1921. Paid 
for business for the third quarter of 
1922 was represented by a total of 15.- 
623 polici s aggregating $61,054,497 
which also was considerably in excess 
of that of the same period for the vear 


previous. Total insurance in force on 
Sept. 30, 1922. was $2,459,020,010, rep 
resenting 780,547 policies 

Death claims, endowments and 


smaller items paid to policvholders du 
ing the third quarter of 1922 ageregated 
$5.894.092.19. an $70,227.18 
over the same period of last vear. Total 
payments to policvholders for the first 
months of 1992, including $13.670 

for dividends. amounted t 
$43.706,241.48 or $4,667,232.93 in 
of that paid last for the 
period. 

Total taxes paid by the company for 
the first nine months of 1922 amounted 
fo %2.119,203.89, which is an excess of 
$14,517.12 over the like period of 1921 


excess of 


nine 
847.31 
exces 


year 


Same 


The Western Union Life of Spokane 
Wash., has been licensed In Ohlo. 





$3.00 Per Year, 15 Cents a Copy 





EXPECT ONLY NATURAL 
GROWTH OF BUSINESS 





Company Officials See No Contin- 
uation of Seasonal Produc- 
tion Boom 





SEPTEMBER BIG MONTH 





Unusual Showimg, However, Follows 
Poor Summer, So That Total Is 


Only Near Normal 





October bulletins, containing the 
news of business written in September 
large number of life companies, 
that life 
companies experienced a business boom 
dull 
for nearly every company during June, 
and August, but apparently there 
a noticeable revival in September. 
the largest 
Few com- 


by a 


indicate generally speaking 


last month Things were rather 


July 
was 
Several 


companies report 


September in their history. 


made an unfavorable showing 


The question with most 
the 


nies 


the 


month. 


company officials is whether re- 


sults of September are indicative of a 
heavy business throughout the remain- 
der of the year or whether the show- 


ng last month was merely a flash in 


+h 
he pan, 
Sees No Great Boom 


For the purpose of getting the fore- 
cast of some of the leaders in the busi- 
Tue NATIONAL UNDERWRITER in- 
terviewed several prominent home office 
heir observations and prog- 
on the business that may 
be expected during the rest of 1922 in- 
that a sharp increase in busi- 
ness is not expected. Most executives 
ire convinced that the record of Sep 
tember is not a guide to what is going 
to happen during the two and a half 
months of the present year. One of the 
shrewdest observers, and the head of 
the agency department of one of the 
largest companies said, “There is no 
reason to get excited about last month’s 
production. Most companies will do 
finish the year with an even 
break. By that I mean that if the rec- 
ord of 1921 is equalled in all respects 
the companies will be doing well. To 


ness, 


othicals. 


nastications 


aicates 


well to 


be sure, there is to be found here and 
there a company that will forge ahead, 
some rather noticeably, of last year, 


but on the whole, the writings will just 
about come up to the level of 1921 
September stands out prominently be- 
with most companies it was a 
much better month than September of 
last year. You must not lose sight of 
fact that we have been dragging 
along all summer with only indifferent 
results. September was a big month 
but only comparatively speaking.” 


cause 


the 


Calls Incrense Seasonal 


The vice-president of one of the 
middle western companies says, “Sep- 
tember is always the month when life 
insurance men get back to work. They 
are on their vacations during June, 
July and August. They never work 








ase ana 








hard during these three summer months. 
Then with the coming of September 
they commence to turn seriously to the 
production of business again. They 
realize that they have not made a par- 
ticularly good record for the year. 
They are overcome with the desire to 
go out and make a good showing so as 
to top last year’s record, or at least 
equal it. We have always found that 
a big September does not necessarily 
mean a proportionately large October, 
November and December. It is per- 
fectly reasonable to expect a_ bigger 
business in September than in the three 
preceding months.” 


Business Growth Gradual 


“There is no reason to expect a sharp 
jump in business production at this 


time,” said another official. “Business 
is picking up, but very gradually. Busi- 
ness in all other lines is only fair. 
Things are coming back gradually. 


Just when we were getting on our feet 
again the bottom dropped out of the 
price of farm commodities. This has 
retarded life insurance production in the 
rural communities very seriously. 
Farmers have been having a hard time 
of it and this year harvested a big 
crop. Just when they were getting 
ready to cash in and pay off their debts 
they found that market prices had fal- 
len, that it was difficult to get cars to 
ship their products and that the market 
was over-supplied. Because of this, 
production cannot improve in the coun- 
try sections and most companies depend 
for a great deal of their business upon 
the agricultural communities.” 

Expect Natural Increase 


The consensus among executives of 
life companies of all sizes and ages 
seems to be that while business will not 
fall off during the rest of the year i 
will not improve appreciably. It is 
expected that a better 
made during the rest of the 
was made during the summer 
but no strong business advance is an 
ticipated. September was a big month, 
but as one executive said. “It 


year than 


to be.” There has probably been too 
much bunk and false optimism circu- 
lated among and by life insurance men 


\ normal natural business increase will | 


be experienced during the remainder of 
1922, but that is all 


Guests of the Northern States 


The Association of Life Insurance 
Companies of Indiana will meet Thurs- 
day of this week at Hammond Country 
Club as the guest of the Northern States 
Life of that city. 
will be a fish dinner and insurance talks. 





showing will be | 


months, | 


| Chicago, 


needed | 


ithe hope that the new 


In the evening there | 


THE NATIONAL 


UNDERWRITER 








‘TO DISCUSS “TAXATION 


AUTHORIZED BY RESOLUTION 


Committee of the United States Cham- | 


ber of Commerce Will Hold Meet- 
ing in Near Future 


WASHINGTON, D. C., Oct. 24.— 
The special committee of the United 


States Chamber of Commerce that is to 
study insurance taxation from the pol- 
policyholders’ standpoint will hold its 
meeting in New York City this week. 
The insurance advisory committee of 
the insurance department of the Cham- 
ber of Commerce adopted the following 
resolution relative to insurance taxa- 
tion: 

“Whereas, it is essential for the wel- 
fare of American business and public 
that insurance taxation in all forms 
should be carefully considered, 

“Resolved, that a subcommittee be 
appointed to make a study of and pre- 
sent a report upon the various methods 
of insurance taxation being used 
throughout the country and their ef- 
fect upon the public as well as the 
policyholder.” 


Smith Made Appointment 


H. A. Smith, president of the Nationa! 
Fire of Hartford, is chairman of the 
advisory committee and made the ap- 
pointment. The committee consists not 
only of insurance but business men. 
The advisory committee of the insur- 
ance department is a committee to out- 
line the policy of the department. How- 
ever, it is subject to the existing cus- 
toms, precedents and by-laws of the 
National Chamber as well as action of 
the board of directors. The insurance 
men have two representatives on the 
board of directors of the Chamber, they 
being H. A. Smith and J. S. Kemper of 
president of the Lumbermen’s 
Mutual Casualty Both men automat 
ically serve on the advisory committee 

he insurance department feels that 
this tax committee is a most important 
one Phe departntent believes that busi 
men at large do not realize the 
effect of taxation on insurance and it is 
committee ap- 
pointed will be abk to go mto the 
subiect thoroughly and give enlight 
ening information to policyholders 

Within the next three or four 
Chairman Smith of the 
mittee expects to have 
subcommittee on the 
surance bill. 


n 
ness 


weeks, 
advisory con 

a meeting of the 

model marine in- 








} ton was 
office of 


OPEN BOSTON COURSE 


CROCKER IS CHIEF SPEAKER 


of John Hancock Defines 
Boston 


President 


Life Insurance for 


University Students 


BOSTON, MASS., Oct. 24.—The 
first college course in life insurance in a 
university in New England was opened 
last week when the College of Business 
Administration of Boston University, 
with formal exercises, started its life 
insurance course, which had _ been 
brought about through the activities of 
the Boston Life Underwriters Associa- 
tion. Nearly 100 students have filed 
applications for the course. 

President Walton L. Crocker of the 
John Hancock Life made the opening 
address He gave a definition of life 
insurance which was warmly applauded 
both by the students and the 200 or so 
interested spectators who were in at- 
tendance. He said: “Life insurance is 
a guarantee against the loss of the pro- 
ductive material value of the normal 
life. It is a vehicle by which man may 
project into the after time of his death, 
his present worth, not only in posses- 
sions but as a potential producer. 

‘The mission of the university,” con- 
tinued President Crocker, “is to help 
the thinking of the world. and it comes 
into the field of modern business, pro- 
posing to fit men and women for 
actual labor in the everyday world.” 

President Crocker said that the course 
of life insurance initiated by Boston 
University was a practical one, inas- 
much as it was designed to give prepa- 
ration in the fundamentals and thus 


cualify for better service, especially in 
the agency field The technical and 
scientific, as well as the practical, had 


been interwoven in a way not only in- 
native but to the wide- 

vake student 

Assistant Dean Rov Davy 

the exercises and outlined the course to 

be given. K. A. Luther and President 

Franklin W. Ganse of the Boston Life 


sugecstive 


is presided at 


Underwriters Association explained how 
| the association had brought about the 
nstitution of the cours 


Newcomb, aged 6 onnectec 
American N: itional of Galves- 
found dead last week in the 
T Kennedy, the company's 
Meridian, Miss Notes 
circumstances lead the 
that he had taken 


rH 
with the 


representative at 
found and other 
1uthorities to believe 
is own life 


THREE MEN NAMED AS REGIONAL ASSISTANTS 


Will Look After Districts for National Association of Life Underwriters 








L. C. LARSON, Madison, Wis. 


GEORGE L. DYER, St. Louis 





J. W. BISHOP, Chattanooga 





| 
| 
| 
| 
| 
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‘NAME NEW ASSISTANTS 
ELIASON SELECTS HIS AIDS 


Regional Men Appointed to Push Work 
of the National Association of 
Life Underwriters 


NEW YORK, Oct. 25.—President A 
O. Eliason of the National Association 
of Life Underwriters, has appointed his 
chief aids for all of the districts save 
No. 3, which includes Maryland, Vir- 
ginia, District of Columbia and Dela- 
ware, the president’s assistant for which 
will be chosen shortly. 

The appointees determined upon and 
their respective fields are: Frank H. 
Stratton, Equitable Life, Boston, for 
District 1, embracing all of the New 
England states; Seward V. Coffin, Prov 
ident Life & Trust, Albany, for District 
2, Division 1, New York state outsid 
New York City; Edward J. Sisley, 
Travelers, New York City, District 2 
Division 2, New York City; A. D. Mur- 
phy. Home Life, Philadelphia, District 
2, Division 3, Pennsylvania and New 
Jersey; A. C. Larson, Central Life, 
Madison, Wis., District 4, Michigan 
Illinois, Wisconsin and lowa; J. § 
Fabling, Pacific Mutual, Denver, Dis- 


trict 5, Nebraska, Minnesota, and the 
Dakotas; Ralph Hoyer, John Hancock 
Mutual, Columbus, O., District 6, In- 
diana, Kentucky, West Virginia and 
Ohio; George L. Dyer, Columbia Na- 


tional, St. Louis, District 7, Kansas, 
Oklahoma, Arkansas and Missouri; J 
W. Bishop, Volunteer State Life, Chat- 
tanooga, District 8, Louisiana, Missis 
sippi, Alabama and Texas; Lawrence 
Willet, Penn Mutual, Atlanta, District 9, 
Florida, Georgia, Tennessee an dthe 
Carolinas; George D. Alder, National of 
Vermont, District 10, Wyoming, Colo- 
rado, Utah, and New Mexico; S. B. 
Thompson, Union Central Life, San 
Francisco, District 11, California, 
Nevada and Arizona; Marshall R. 


Baker, Northern, Seattle, District 12, 
Montana Washington, Oregon and 
Idaho 

Eliasen Was in New York 


New York 
conterring 
Ensign re- 


President Eliason was in 
for several days last week 
with Executive Secretary M. 
garding the affairs of the association 
and left Friday night for Pittsburgh. 
going thence to St. Paul As soon as 
he has been able to arrange with his 
divisional associates for a series of sales 
congresses within their respective fields, 
Mr. Eliason will announce his itinerary, 
which it is anticipated will take him into 
every section of the country. The future 
of the National association appears to 
be particularly bright and it is assumed 
that a greatly increased stimulant will 
be given the organization movement 
through the broad campaign of Presi- 
dent Eliason. 


Crocker On Western Tour 


Walton L. Crocker of the 
John Hancock Mutual Life has left 
Boston for a month’s tour of the com- 
pany’s western agencies, accompanied 
bv Vice-President FE. H. Brock, Asso- 
Director | Haines and 





President 


| ciate Medical 
Assistant Superintendent of Agencies 
H (y Wischmever he schedule 


| 
| 
| 


lj ley. D. 


called for their appearances at the fol 
lowing places on the dates given: Cleve 
lend, Oct. 19; Cincinnati, Oct. 21; Day 


ton, O., Oct. 23; Indianapolis, Oct. 24: 
Columbus, O., Oct. 26; Detroit, Oct. 27; 
Toledo, O., Oct. 28: Chicago, Oct. 30 


and 31: Peoria, Ill, Nov. 1; St. Paul, 
Minn., Nov. 3; Des Moines, Nov. 6: 
Kansas City, Nov. 7; St. Louis, Nov. 8: 
Decatur, Ill. Nov. 10; Pittsburgh, Pa., 
Nov. 11: Huntington, W. Va., Nov. 14 
e-president of the 
tobert L. Row 


Winslow Russell, vi 
Phoenix Mutual Life; Dr 
Gordon Hunter and Arnold Rus- 
sell of the same company have gone to 
Greenville, Me., on Moosehead Lake, for 
a hunting trip. 
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ACTUARIAL SOCIETY 


GETS VALUABLE PAPERS 


Semi-Annual Meeting at Hartford 
Has Wealth of 
Material 


SEE CHANGED CONDITIONS 


Addresses or Mortality, Impaired Lives, 
Disability Cover, All Take Up the 
Present-Day Situation 


\ wealth of valuable material was 
esented before the semi-annual meet- 

of the Actuarial Society of America 
eld in Hartford, Conn., Thursday and 


Friday of last week. The program con- 


sted of five formal papers, presented 


y some of the leading actuaries of the 


untry, these being followed by in- 


wrmal discussions on the various topics. 
at this 


eeting were the guests of the Hartford 


[he actuaries in attendance 


Life companies and were royally treated 
Nothing was lacking in the 


and the time ol 
and their 


y them 
ntertainment lteatures 
oth the delegates themselves 
ives was filled at all times 


Selection of Risks 


Che first formal paper delivered was 
that on “Some Aspects of the Selection 
of Risks” by Ray D. Murphy. In con- 
ast to the many papers in recent years 
vhich have dealt with the experience ot! 
various companies under certain special 
t of impairment, Mr. Murphy pre- 
sented his paper upon a general consid- 
eration. In connection with the limiting 
of the amount of personal insurance in 

ise of an individual applicant, he said 
that the amount of ordinary life insur- 
purchasable by a reasonable pro- 
i the applicant’s income is gs- 
tentative limit, whether 








pes 


nce 
portion <¢ 
a 


as 


signed 


the plan actually applied for is either 
higher priced or lower priced than 
ordinary lite In case of business in- 
surance, the amount might be limited 
to, perhaps, five times the annual com- 
pensation of the life insured It is 
ointed out that such rules must bk 
very flexible as the applicant’s income 
cannot usually be learned with exact- 
ness The question of limit of insur- 
ance according to age is also given 
careful consideration Mr. Murphy 
refers to some common misapprehen- 


sions in connection with the application 
the rating system, espe- 


i" = ¢ 
iv W 


numerical 


n inter-relations exist between 


o or more phase s of the risk 
Valuable Contributions 

\ ost valuable cont ition to 
ctuartal study was ther presented 
jointly by Arthur Hunter, actuary, and 
DOr. Oscar H Rogers medical director 

the New York Life hese wo wen- 
lemen had prepared a study on a pat 
ticular branch of mortalit tudy of 
mpaired lives, covering fla at 
heumatisn ind lung t rhe This 
tudy is in effect, supplementary to the 

iny papers presented by Mr. Hunts 
nd Dr. Rogers along t) " 1 
standard insurance 

John M Lai 4 actuary tor the Con 


necticut Gener. 


| 








; 


iled analvsis ot “l’erso \cciden 
nd Health Insurance. M Laird 
vent into the underw g and selling 
letails of commercial oO i llable 
nd disability with lite msurance t < 
nd then took up with spe reference 
the interest of life insurance on pantes 
disability insurance He said that the 
ature of disability insurance which | 
ikes special care necessary 1s that the 
mount at risk, being the commuted 


alue of future possible claim payments, 
ymmonly increases during the currency 
(CONTINUED ON PAGE 9) 


LIFE 


TO MOVE TO CHICAGO 


DIRECTORS OF CENTRAL VOTE 


Ottawa, Ill, Company Decides to 


Transfer Its Head Office to the 
Big City 


rhe board of directors of the Cen- 
tral Life of Ottawa, IIL, at its meeting 
last week unanimously voted to move 
its headquarters to Chicago. The com- 
pany, therefore, will make arrange- 
ments in due season change its lo- 
cation. This will require a number of 
months to comply with all the formali- 


tO 


ties. The Central Life is strongly think- 
ing of purchasing a site tor building 
on the Lake Shore drive or in that lo- 
cality, but it has not made any deal 
so iar. It was announced in the daily 


Chicago last week that the 
company had purchased a building site. 
rhe Central Life that it will be 
its advantage to be located in 
especially in dealing with out- 
big city will give it 
prestige in distant 
1e Central Life 
integrity who have 


papers 


teels 
to 
Chicago, 
terr 
omentum 
Phe 
all men 
made 


rhe 


great 


ll 
Phe 


and 


side itory 
a m 
States 
are 


ther ' uti 


success ol tne ns 


Central s building at 


Ottawa, it ing one of the finest in 
the city Judge H. W Jo son, presi 
dent ot the company, 1s one o! the fore- 
most exe tives of ti . 
To Open Company School 

Che Shenandoah Life has inaugurated 
a field school of instructi the rst 
school to be held Csree le _ © 
oO or about Nov lo I 01 S$ 
conducted | W. 1 Macalliste ig¢ 
manager, and at Greenvill e wil n 


assisted by ( < ne 
South Carolina, and W \. Powell 











of 
supervisor for North and South Caro 
lina. The school will tak \£ t 
10 days, four of which will be g 
theoretical or class orK and Vs 
to practical work in the field t is the 
intention of the con pany Id 
series of field school during ( ( 
Whenever practicable the school will be 
held at the general agent's headqua 
ters or at some central point e stats 
where ll general agents will coopera 
n £ ! ‘ izents re present 
the omp \ p g tl xpense ot 
er ae tending the schox rite achnol 
oO struction ollows he corre 
spondence course that was tte d 
edited by Mr l il te hat this om- 
pany has had 11 ogue tor the ist SIX 
months and is meeting with such suc 
cess that the decided to expand their 
educational facilities 4 


field 


INSURANCE 


EDITION 


TO REVIEW IOWA CASE | MOIR EXPLAINS RECENT 


CONTESTABLE PERIOD ISSUE 


United States Supreme Court Will Pass 


on Litigation Involving Important 














Points 






































WASHINGTON, D. (¢ Oct 4 
The United States Supreme ourt has 
agreed to review the case of the Hur 
Packing Company ot lowa against the 
Mutual Life of New York, for the re- 
( ry ot $25,000 covered by a policy 
‘ ite imsurance issued on the lite ot 
! Iph Hurni in favor of the Hurni 
Packing Company, of which Hur was 

( ind genera l 

Application tor the po 
Sept Lyle rhe poli 
Sept! 1 ut at the request 

red, noted on the orig l plicati 
was dated back to Aug. 23, 1915. Huru 
died July 4, 1917, and the company re 

sed paym« alleging that the policy 
was procured by Hurni th 1 traud 
deceit srepresentatiol onceal 
ment that Hurni made untrue state- 
lents and ilse representations and 
racticed traudulent concealment in the 
| catiol he t 1 court decided i 
ive the ( ncia cs ! d t¢ 

verdict against the company for 
iM nt est nd costs 
Company's Contention 
the contentio of the company 
the decision of the lower court 
owed to stand, it would deprive 
rhe surance company ol the right to 
contest, « e grounds of fraud, the 
alr ‘ policies i 
a ¢ testc 
es le period; that 
‘ . ce comp: l 
t to rescind po s Ithoug! 
+S ul S CscCissk were wel 
oundcd tac nd of the r ht to de 
1 act s brought t recover on the 
S her | 2 i) > de nses . 
eXist ink such actions are 
ence witl i short eriod ot 
ti the t e txed by « policy 
W > act a] ‘ OI Cl piate 
, cs the time the surance 
’ s t > red 
sO . 1 eTio ‘ 
) st lity es issue by ce 
companik ‘ Id tually be s« 
ortened that tl oli would in ta 
< onte rik tron thie actual date 
vl] the policies wen nto torc 
| the la of ins ce t espect 
t e time hen a nsurance policy 
ssuce nd in force has been changed 
the construction of the lower court 
sO t the policies will be deemed 
ctuall ce long before tl late 
‘ i t 





JUDGE H, W. JOHNSON 


President Central Life of Ottawa, Ul. 


Actuary, 


HENRY MOIR 
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MORTALITY EXPERIENCE 


Tells Actuarial Society of Past 


Records and Future 
Trend 


HITS USE OF OLD TABLE 


Says American Experience Table, Which 
Is Mandatory, Is Unsatisfactory 


Under Present Conditions 


up 1 “Recent Mortality” 
read beiore the semi-annual meeting of 
tl \ctuarial Society of America in 
Ha rd, Conn. last week, Henry 
loir, actuary for the Home Life of 
New \ gave figures on the experi- 


ence of one company on 1921 mortality 


1 said that there is every indication 
that 1922 will follow closely upon the 
experience of last year. Mr. Moir said 

he present figures are probably 


\ representative ot actual conditions, 
sturbing factors have been re- 
| for two or three year He also 
the general conception of the 
tality gures gril by life 
es, through a general misundes 


ll 


ig on the part of a 


standi except actua- 
ries, and said that the American Experi- 
e Table, as required by law, is no 
longer representative Mr. Moir said 
- 
Table Not Representative 
lhere is one element in American 
surance which has remained fixed 
rigid tor years in official use, 
ly, the sis On which our pre- 
! l Ss ana compar;risons are made the 
\merican Experience Table. We must 
se this tablk ider the law, although 
does not represent in the least de 
2 eve approximate to, modern 
ort conditions Nevertheless, we 
ing our ideas into conform- 
ity with the conditions of our policy 
icts, and therefore accustom our- 
selves t 1 comparison of our actual 
ortality experience with the expected 
e aid of the old American Table 
tabl orms the chief basis of out 
ga 1 loss exhibit; it measures the 
talit pront tro year to year so 
tar as the public and the official su- 
| sor iré concerned: and, 50 long 
is the true condition is kept in mind by 
t expert, a tair interpretation of the 
rtality trend can be obtained from 
arisons 
“Eiapected™ Hatio Misunderstood 
Ay ate that in the 
telligent men the 
t ent teature of life insurance mor- 
t ill proportion which 
] < to the expected They 
get an erroneous idea as to 
t ts of the business, even to the 
1 g that if a company 
x Ho ( t of the ‘ x pected 
lows t the premiums 
tt gi i false impres 
} sed much trouble in 
t ! cause re in the fu- 
t tuar course, know 
t if t wer mortality rate 
ts much smaller proportion 
! i ] than 20 percent; 
rther that such gain as 


= } oe +! vA YY goes back to poli- 
let no é another. In 


{ , participating companies, a 
] ti ot the dividend, or 
t ent, 1s earned by such 

vines in the mortality cost, while the 
rt ting companies in recent 

s have been basing their premiums 

m tables which more nearly approxi- 
mate to the true mortality, notwith- 
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CASH OR LOAN PAID-UP EXTENDED TERM 
1 10 15 20 1 5 |} 10; 15 | 20 1 Yr 20 Yrs 
Age | Yr. | Yrs Yrs Yrs. |}¥re.! Yrs.) Yrs.) Yeo.) Yeal¥. I . DB 
21 $ 54.91)$138.00)$199.17);..... $108 )$217 $423 |$426 | 20 «(155 
22 88.20) 143.26) 206.58 -+-]| LIL | 221 | 329 ) == 20 52 
iG aoe 91.64) 148.74) 214.27||.....] 113 | 226 | 336 | 441 |}....... 19 363 
2 95.21) 154.43) 222.25/]... | 116 | 231 | 342 | 449 |) 19 269 
25 98.94) 160.36) 230.50 119 | 236 | 349 | 457 19 165 
26 102.83) 166.50) 239.05||.....] 121 | 241 | 356 | 465 19 «= «S 
27 106.88) 172.90) 247.87/|... 124 | 246 | 363 | 473 |/...... 18 «299 
28 111.11) 179.54) 256.99 127 18 173 
29 | $0.08) 115.51) 186 “| 266.38 1 0 18 40 
} 
80 -49| 120.10) 193.61) 276.02) $1 0 21/13 17 «(267 
31 93) 124.86, 201.04) 245.90 2 0 413 17 (1244 
$2 1.39) 129.83) 208.72) 206.00 3 0 5 16 «= 342 
83 1.85, 135.01) 216.66) 306.33 4 0 7 16 «(191 
“4 2.35, 140.40) 224.86) 316.86 6 0 98/13 16 37 
35 2.88) 146.01) 233.28) 327.58 7 0 119/13 15 245 
36 3.42) 151.83) 241.92) 338.48 cy 0 139/12 15 5 
37 4.00] 157.86) 250.76) 349.53 9 0 0012 14 «289 
38 4.58) 164.11) 259.79) 360.72)/ 10 0 17912 14 126 
39 5.21) 170.57) 260 “4 372.04)} 11 0 200,12 13 327 
40 5.36 20) 278.40) 383.47 13 0 22012 27:13 196,13 165 
4 6.55 Ol; 287.94| 394.98 i’ 0 239/11 297/13 53/ 13 0 
42 7.2 06) 297.61) 406.55 15 10 259/11 196/12 272)12 203 
43 8.02 06) 307.40) 418.14); 16 0 278/11 90)12 125) 12 40 
“4 | 8.79 28) 317.29) 429.76 17 O 295/10 S45j1l Bil il 246 
45 9.61 62) 327.27) 441.35 19 O $1310 22911 192) Il 87 
45 10.44 }| 337.30) 452.90|| 20 O 827)10 112/11 41)10 2% 
47 | 11.31 $47.39) 464.37) 1 O 339}9 85610 257/10 141 
48 12.20 357.49) 475.73 22 O 399 233/10 108) 9 351 
49 13.09 367 = 456.96); 24 0 356,9 1059 7 9 203 
| 
| 
50 “ ool 250.69) 377.76) 498.04|| 25 | 202 Al 0 3861/8 3489 180) 9 54 
61 14.93) 258.55) 387.858) 508.9: 26 | 205 647 || 1 0| 8 223:9 36, 8 275 
52 | 15.88) 266.47| 397.96) 519.63 27 | 208 | 386 652 1 0 8 97/8 261) 8 133 
53 16.86) 274.44) 407.97) 530.19)| 2 212 | 658 || 0 364) 7 7} 8 124) 7 354 
54 17.85) 282.46) 417.87) 540.68 29 | 215 | 3 663 |1'0 36117 2147 853! 7 219 
20 PAYMENT LIFE 
} J 10 | 15 Nl 20 j.1 | 5 | 10 | 15 | 19 1 Yr. |10 Yrs.j15 Yrs.) 19 Yrs, 
Ag Yr Yra Yre Yra. (¥re.! Vre.! Yra.! Vere.) Yret)¥ DIY DSY Dd! Y dD. 
21 $6 45/8193 35:)8318 55/8468. 00// $19 ($244 )$4903 |$745 ($049 O 307;28 101;36 196/43 261 
22 6.77 11] 324.65) 476.80 5 | 404) 7 949 || 0 31927 331/35 289/42 203 
23 |] 711 95 49 |, O 333,27 185/35 13/41 334 
4 | 7.45 8 949 || 0 348/27 30/34 101/41 1 
25 | 7.41 95 950 O 861/26 231/33 187/40 40 
2 | 8.17 12 950 || i 10/26 61/32 270/39 |= 77 
27 | 855 4) 950 | 1 24/25 247/31 «852/38 115 
2s 84 8) 950 |) 1 $s 25 63,31 69/37 150 
29 | 9.33 7 : 050 || 1 63/24 9236/30 150,36 = 185 
80 | 9.74 1% 950 | 1 
31 | 10.17] 235.67 950 |} 1 
32 | 10.61) 249.52 950 || 1 
33 | «11.05 5.49 950 1 
34 | 11.5! ) 58 950 |} 1 2 
35 | 12 00) 255.78 950 |) 1 2 \2 : 
36 | «12.48 10 950 || 1 145/20 224/24 324/30 63 
a7 | 12.99 51 | 950 |} 1 157,20 00/24 35/29 100 
38 13.50 o1 950 ||} 1 167/19 =138/23 114/28 138 
39 | 14.04 " 950 1 17718 oe 192)27 178 
40 | 14.58) 283.23 O49 || 1 18518 47/21 270% 216 
4! 15.16) 288 90 949 ||} 1 193/17 181/20 349/25 255 
42 15 75 204.58 049 || L 20016 316/20 7/24 295 
43 | 16.36, 300 7 crn 1 205/16 8519 151/23 334 
' 
“4 16 97) 305 91 948 || 1 208/15 220/18 234/23 il 
45 | 17 62 52 O48 |} 1 29/14 } 323\22 60 
46 | 18.2F oF 947 ||} 1 207/14 48/21 110 
47 18 92) 322 53 946 1 20213 26516 142:20 160 
48 | 19.58) 327.91 O46 |} 1 194/13 «40/15 «238/19 212 
49 0.23 3.19 045 || 1 185/12 183/14 337/18 264 
| | 
50 | 20.80) 338.37 O44 1 172)11 328/14 77/17 «318 
51 | 21.54) 343 43 043 1 150/11) 114/13 187/17 4 
52 | 22.21) 348.37 942 || 1 143/10 268/12 29/16 7 
53 | 22.8%) 353.18 41 |) 1 129610 62/12 S315 146 
54 | 23.56) 357.85 m4 6 803'' 733: ' 939'' 1 «100' @ §3228'1t §=6179'14 «216 
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COLUMBIA LIFE INSURANCE COMPANY 


Omaha, Neb. 


Offers General Agents contracts to District Agents in 
Nebraska, Minnesota, and South Dakota. 


A full line of up-to-date policies covering every need, 
fitting every pocket-book. Also your commission 
saved to you on your sub-standard risks. 


The producer of good, clean business can better his 
condition under a ‘Direct With The Home-Office”’ 


agency contract with this company. 


Correspondence invited. 


Address H. C. MASON, Pres’t. 
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standing the fact that their reserves ly the American Experience Tabk 

must be computed by the American Ex- would be nearly 8.9 per 1,000; but we 

perience Table. know from the more recent AM° Table 
One Company’s 1921 Mortality that rate per 1,000 at age 35, 
wp : . ve hietf fects of medica 
The more important general princi- ‘ al rr ee . , =e — 
ciples may be obtained by yearly analy- | ******"" " , prapetad to have  o 
ses of the mortality through group P* » Is only 4.5 pet Roe t Iol- 
valuation systems. Results of this char- | !ows that a large introduction of new 
acter are illustrated in the following Yusimes lowers the average age of the 
table, which contains actual figures, re- entire body of policyholders and pro 
insurance not deducted, as experienced duces figures h appr more favor- 
by a company of moderate size able tha lost previous years, al- 
1921 MORTALITY EXPERIENCE 

Amt i te \ 

Expos \I i I 

1. By Duration. All Classes 

Over 5 Years.... $ 62,280,619 : . - re 
5th Year ... 41,957,71 i . i 
4th Year. 14,812 2 
3d Year... ‘ 22,595,712 ‘ 
2d Year... jae 30,855,507 618 i 
Ist Year . 31,358,520 8.92 t i 
wa wenas $17 60,088 ‘ 7.58 7 : 

2. By Class. All Durations ; 
Cont, Pay'’t. Life... $ $ 8 z 61 i 
Ltd. Pay’t. Life SG6N1G 14 19.33 
Endowment 77,170 ‘ 42.6 
cl er ; 82 i ’ 27.4 
Extended Ins 13,920 14,94 107.4 

Total .. - iit $173,660,088 2.097, 566 $1,097,199 2 

3. By Class. Duration Over Yrs a 7 
Cont. Pay't. Life $ 19,364,980 s 17,170 299,679 
Ltd. Pay’t. Life 31,781,668 17,491 247,69 
Endowment ...... ; 5,470,632 71,731 10,5 
MOEUR cescece jowekemes 1,302,108 4,242 8,71 
Extended Ins. .. — 1,361,231 13,920 14,945 

WORE. wcwesecece $62,280,619 $ 924,559 $ 601,578 64.4 

4. By Class. Duration Under 5 Yrs 
Cont. Pay't. Life ee $44,449,590 $ 510,425 
Ltd. Pay’t. Life ... ~-- 44,297,58 419,82 
Endowment ........ ‘ . 10,076,218 105,439 
Term 12,556,280 27,816 

Total $111,379,459 $1,163,001 $ 43.6 
“The year 1921, to which the fore- | though they may be no better in actual 


going figures apply, may probably be 
viewed as one of fair average conditions 
—good, perhaps, but not more so than 
the modern spirit of progress considers 
proper. 
Mortality By Classes 

“When we come to consider the mor- 
tality by classes we find figures which 
do not always agree with preconceived 


ideas. The figures for the particular 
year 1921 show that endowment mor- 
tality is more favorable than that of 


limited payment life; but the opposite 
condition held in the preceding year 
and the figures do not prove this defi- 
nite tendency. For more than 20 years 
I have been trying to determine in my 
own mind which class shows the bet- 
ter mortality results and have not yet 
reached a final conclusion. The differ 
ence is not great, and it is clear that 
both classes are decidedly better than 
the ordinary life. Probabiy the experi- 
ence in different companies will be 
found to vary, as conditions are not al- 
ways alike. 
Representative of Conditions 


“Since the epidemic may be viewed 
as one of the evil effects of war, we 
may hope that its period of virulence 
has now gone and will not return—ac- 
cordingly the years 1920, 1921 and 1922 
to date may be considered as represen- 


tative of modern conditions. But we 
must be very careful that we do not 
misinterpret these figures and view 


them in a spirit of undue optimism, be- 
cause they appear on paper to be much 
more favorable than conditions war- 
rant. 

“The years 1918-'19-’20 were not only 
vears of epidemic, but they were 
‘boom’ years from a_ business stand- 
point, and witnessed a tremendous in- 
crease in the amount of new business 
written. This has a favorable influence 
on the figures in the gain and loss ex- 
hibit from two different viewpoints: (1) 
the effect of medical and other selec- 
tion, since the business then written is 
not yet four years old; and (2) the in- 
fluence arising from the nature of the 
American Experience Table which 
shows relatively high mortality rates 
If the average en- 
35, the expected deaths 


also 


at the younger ages. 
try 


age were 


fact or even slightly worse. It is when 
we try to form accurate conclusions on 
points of this character that we appre- 
the awkwardness and unsatisfac- 
nature of the American Experi- 
Table. 

This Year Like 


ciate 
tory 

ence 
Last 


“During the current year, 1922, the 
mortality experience of the average 
American company seems to be running 
hy] t did during 19°1 

qa tiie - . 


‘ did 


just as tavora Y as 
Che figures of eleven companies for the 
months from January 1st to Augyst 
sist have been brought together. They 
represent expected claims of over $7,- 
000,000 per month and the business is 
well distributed. The figures, therefore, 
are probably good average figures for 
the country, as follows: 

Percentages of Actual to Expected Death 








Losses During 1922, by Months. 
Eleven American Companies 
JANUATY .ccccecce = eae 58 
PeReOGly «ccces PE We accneceseee 49 
En ch ne ede s ae Se <ocweuns so Oe 
MOT. 646 00040 56 August asi hits tie ee 
Total for year to August 31.. ee 
Change in Kansas Company 
Il. L. Stout has been ousted as the 
president of the Central Life of Fort 
scott Kar ind George Marble has 
been elected to the presidency. Mr 
Marble s editor of the Fort Scott 
Pribu For some time there have 
been rumors of internal dissensions 1n 
the affairs of the company and consid- 
erable opposition to Mr. Stout has been 
developed R Ne Tiernan secretary. 
j been the active manager but the 
president, of course, has wide authority 
Mr. Stout is threatening to bring suit 
against the directors of the company 
to force his reinstatement and for dam- 
es The company is the oldest Kan- 
sas life company and has over $1,000.- 


nd a surplus of over $70,- 
has been so suc- 
a fine business now 
hoping the 
and the 


000 in assets a 
7" 

000 The 

cessful and has such 

that 

trouble will be sm 


insurance men are 
out 
company continue in itc> progressive 


nath 





Indiana insurance department is 

regular triennial examina- 
State Life of Indianapolis and 
National. 


The 
making the 
tion of the 
the Indiana 
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Standard Loyalty 


The business principles upon 
which the Standard Life was 
founded have been gradually 
evolved into standards of 
operation which are as close- 
ly and loyally followed in 
the field as in the home 


office. 


These standards mark the 
Standard Life agent in the 
field. They differentiate his 


activities. He is an out- 
standing life insurance man, 
one in whom great confidence 


can be placed. 


This loyalty, that is sO mani- 
fest throughout the entire 
organization of the company, 
places the company and its 
every representative on a 
high plane of genuine insur- 


ance service. 


STANDARD LIFE INSURANCE COMPANY 


Charter Office: Decatur, Illinois 


Executive Offices 


R. J. PAISLEY, President 


716 Locust Street 


W. D. LIPE, Agency Director 


St. Louis Missouri 
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“Ord.-20 Pay” 


The two forms most sold, because most useful. They 
fit the needs of the policyholders. But a big advance 
is the combining of both in one policy. THE COM- 
PLETE PROTECTION POLICY. It gives the 
insured the benefit of an ordinary life policy if he dies, 
and a twenty-payment life policy if he lives. Agents 
will be interested in this form. 


A policyholder is a friend, but a stockholder is actively 
interested. -THE ORGANIZATION POLICY 
carries one share of Company stock with each 
$1,000.00 of insurance. The stock is paid for out of 
the dividends. 


Good Territory Is Still Open 


4 


THE NATIONAL SAVINGS 
LIFE INSURANGE:-COMPANY 


Ww. C. COLEMAN W. M. G. HOWSE L. W. CLAPP 
President Secretary Treasurer 


LOUIS A. BOLI, Jr. 
Vice-President & Agency Director 


WICHITA, KANSAS 

















DAKOTA LIFE 
INSURANCE COMPANY 


WATERTOWN, SOUTH DAKOTA 


A strong conservatively 
ageressive company 


If YOU’RE big enough to handle a 
General Agency, and can prove it; 
willing to demonstrate your produc- 
tivity before asking for special con- 
cessions, WE can arrange a direct 
Home Office contract with expense 
allowance in Montana, North Dakota, 
Colorado, Minnesota and Nebraska. 











| report, all of the risks being those in- 
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| One attack with- 


|} One attack more 


| Two or more at- 


| vided by ages at entry of 15 to 39 and 


} perience: 


not appear to be 


VALUABLE ADDITION TO | 
MORTALITY STUDY READ 


Actuarial Society Given Paper on 
Impaired Lives by Hunter 
and Rogers 


COVERS TWO PHASES ONLY 


New York Life Actuary and Medical 
Director Treat in Detail With 
Rheumatism and Lung Trouble 


A valuable contribution to mortality 
Arthur Hunter, ac- 
Rogers, medi- 


study was made by 
tuary, and Dr. Oscar H. 
cal director, of the New York Life, in a 
paper prepared jointly by these two and 
presented before the semi-annual meet- 
ing of the Actuarial Society of Amer- 
ica at Hartford, Conn., last week. The 
paper was confined to two particular 
phases of medical impairment, inflam- 
matory rheumatism and tuberculosis of 
the lungs, including blood spitting. A 
total of 5,876 cases was covered in the 


sured by the New York Life on under- 
average claims, during the year 1896 
to policy anniversaries in 1921. 

Review Rheumatism Cases 


Under the study of inflammatory 
rheumatism, the material of nearly 6,000 
cases was divided according to the num- 
ber of attacks and also the time elapsed 
since the last attack, as follows: 


Ratio of 
actual to 
expected 





Z 





in 2 years -1,276 84 652.5 
ne attack with- 
in 3 to 5 years 766 63 38.6 163 150 


than 5 years 
MBO ccccccceess 1,667 178 122.9 145 135 


tacks within 2 
years . » 1,174 112 75.2 149 140 


The combination ‘of these figures, di- 
14 and older, showed the following ex- 


Ratio of actual 
to expected 





-w 

=u 

z¢ 

One attack 346 
Two or more at- 

a ae 154 

UGE éecctncens 500 


It is also stated that although acute 
articular rheumatism is now looked 
upon as an infectious disease and re- 
currences are being avoided in many 
cases, there is still sufficient testimony 
to justify companies in looking upon a 
severe attack, in the years immediately 
after the attack, as a distinct impair- 
ment. 

Mitral Regurgitation 


In referring to mitral regurgitation, 
it is stated that the recent study of this 
phase strengthens the conclusion that 
these cases of heart murmur with a 
moderate degree of hypertrophy call for 
rating and that those with con- 
siderable hypertrophy are practically 
uninsurable. Of the total deaths in the 
group of mitral regurgitation studied it 
was found that 6 percent of those with 
little or no hypertrophy were from heart 
disease and 62 percent of those with a 
moderate degree of hypertrophy were 
of heart disease. The experience on the 
cases studied which covered those accu- 
mulated from 1896 to the policy anni- 
versary in 1921, was as follows: 


a high 


Mitral Regurgitation with Little or Ne 
Hypertrophy with History of In- 
flammatory Rheumatism 
Ratio of 
actual to 
expected 


Table 





By Co.'s exp. 


52 < = 

So —z . = 

~ se | 
=a == _ a. @ 
eo os “ mat 
= ws C@ > << JZ 
Zo <¢<c foe) ct 

% oe 

One attack... 1,426 169 64.1 263 240 

Two or more at- 

Se 6520006 612 106 30.3 350 320 
Total ..........2,0388 275 94.4 291 370 
Mitral Regurgitation with Moderate 


Hypertrophy with History of In- 
flammatory Rheumatism 
Ratio of 
actual to 
expected 


Lung Trouble Studies 


The results of the study of old lung 
trouble were next given, together with 
the system of numerical ratings now 
used by the New York Life in this con- 
nection \ll cases were divided into 
three groups, physical signs in lungs, a 
history of hemoptysis, and cured tuber- 
culosis, these then being divided in the 
three groups of persons 10 percent and 
more underweight, persons trom 9 per- 





2 } 
It was stated that the results did 
entirely consistent im 





re . “ ‘ . 
Age atentry _ , . cent underweight to 9 percent over- 
ss az weight, and persons 10 percent or more 
os Bs overweight. The results of the study 
t~ -_—— e 
sling my were as follows: 
a7 9 
15-3 19% 120.8 163 Physical Signs in Lungs 
410 aad over. . 240 168.5 142 = 
Ratio of 


actual to 
expected 


either case, either ine to accidental fluc- 2 
tuation or more careful selection of the s2 =. 
cases of those with more recent at- <= 3s & 
tacks. The deaths from heart disease . oo & os 
were 20 percent of the total deaths, a g3 =x ¢* < a 
high rate compared with that amount of es sc is & OEE 
suggestions from this experience can 5S. oS Hn bm» be® 
suggestions from his experience can 45 45 =< g * 
mly be used with caution, as applicants a ee 498 49 23.9 205 190 
| with a record of an attack of ordinary] Average ...... 594 47 6.0 181 165 
severity were usually given standard | Overweight -- 173 14 83 169 15 
policies and are not to be found in the History of Blood Spitting 
data presented. The ratings which the | pnaerweight ... 752 95 55.1172 .160 
New York Life employs at the present] Average .......1,219 113 69.1 164 150 
| time for acute articular rheumatism are | Overwe ight .. 307 25 19.3 130 20 
| as follows: History of Cured Phthisis 
Acute articular | underweight ... 569 41 24.6 166 155 
Within lto Over Average ‘ 1,045 71 34.1 208 190 
lyr. 5 yrs. 5yrs Overweight . 292 15 9.8 153 145 
» ¢ ack +30 +20 +10 ” . 
lone eae wae. tio +25 +15 The influence of age and of time 

















Witws 


October 26, 1922 


elapsed since recovery was then shown 
by division of the figures as follows: 


Last Attack Within 5 Years 
Ages 15-39 
Ratio of 
actual to 
expected 


ed deaths 
Table 
Table 





— 2 ee 4 < 
s= + A 
DB y, > 
“2s 22 aa = 
Underweight 4 13.¢ ( 295 
Average .. 73 27.9 262 23 
Overweight . 11 5.8 188 170 
Age 40 and Over 
17 16.1 106 100 
Last Attack Over 5 Years Age 
Ages 15-39 
Unde Paver a 26.6 169 155 
Average sei 60 36.4 165 150 
Overweight | ane 10 9.1 110 100 
Age 40 and Over ’ 
Underweight .... 44 35.7 123 115 
RUOTES ccvescocs 41 31.6 130 125 
Overweight ie 14 9.0 155 150 


This table brings out the fact that th 
mortality is exceedingly heavy among 
young persons only recently recovered 
trom the disease and that it is compara- 
tively heavy among light weight and 
medium weight applicants under 40 
years of age, even though the attack 
occurred more than 5 years before. The 
paper also pointed out that the com- 
pany’s experience showed that there was 
no more favor able mortality experience 
1mong those living in mountain states 
and parts especially famed for salubrity 
th: in in other places. 

The numerical ratings which the New 
York Life now employs on the matter 
of lung trouble are as follows 


History of Tuberculosis of Lungs or of 
Blood Spitting 
4. Without Physical Signs of Old Lung 
Trouble 


No. of 
years 
elapsed 
Age since Percentage under or over wt. |, 
at attack*® 20 —10 +10 +20 
entry Years ‘ ¢ 0 ¢ 
25 2- 5 +260 +175 +125 + 80 +60 
5-10 +170 +115 + 80 + 55 +40 
Over 10 + 80 + 55 + 40 + 25 +20 
2 5 + — +130 + 90 65 40 
5-10 +12 + 80 + 60 + 40 30 
Over A a ~ 60 + 40 + 30 20 +15 
45 2- 96 +. 66 + 46 + 360 +20 
“10 + §0 + 40 + 30 4 20 +10 
Over 10 + 30 + 20 + 15 + 10 + & 
B. With Physical Signs of Old Lung 
Trouble 
25 8- 5 +370 +260 175 +12 80 
5-10 +235 +170 +115 + 80 55 
Over 10 +130 + &5 60 $0 0 
9. 5 R80 190 1 ) 40 60 
5-10 +170 +125 + 80 + 60 +40 
Over 10 +100 + 65 + 45 + 30 +20 
45 2- 5 +145 +100 4 65 4 40 +30 
5-10 4 R5 + 60 4 40 4 30 + 50 
Over 10 + 50 + 35 + 25 + 20 +10 
*We do not accept cases where the 
applic: ant gives a history of tuberculosis 


of lungs or blood spit ting with the last 
attack within two years of application 


Kansas City Man Heavily Insured 


Henry C. Page, public administrator 
at Kansas City, who recently fell to his 
death from a window of his office, car- 
ried $186,000 in life and accident tnsur- 
ince, distributed as follows: Travelers 
$45,000: Pacific Mutual, $10,000; Busi- 
ness Men’s Assurance, $5,000; Mutual 
Life of New York, $10,000; Northwest 


ern Mutual, $24,000; Kansas City Life, | 


$5,000: New England Mutual, $5,000; 


Prudential, $20,000; State Life of Indi-| 


anapolis, $15,000: Massachusetts Mu 


tual, $10,000: Midland Life, $30,000; | 


New York Life, $7,000. 


In view of the circumstances of his 


death, some of the companies carrying | 


the accident policies are delaying pay- 
ment until a further investigation can 
be made. 


Blond Is Y. M. C. i Instructor 


John A. Blond, general agent of the 
Provident Life & Trust at Minneapoli, 
has been named as instructor in the 
life insurance school conducted at the 
Minneapolis Y. M. C. A. Mr. Blond 
succeeds F. W. Congdon, resigned. The 
school is conducted under auspices of 


the Minneapolis Life Underwriters’ As- 


sociation. 
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Opportunities 
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Arizona 
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Colorado 
Illinois 
Indiana 
lowa 
Michigan 
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New Jersey 
New Mexico 


North Carolina 


North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
South Dakota 
Texas 
Utah 
Washington 
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Any Industrial Success 
Is Due Chiefly to— 


Coupling the magic strength of time 
with man power. 


Effective use of improved machinery 
has been a means to the end of estab- 
lishingevery great industrial enterprise. 
The energies of each Lincoln Life 
salesman are put to most telling usage 
by similar eficiency methods. 


The Lincoln Life Home Office is or- 
ganized with the purpose of gaining 
the most effective speed in handling 
all agency affairs. Every form of labor 
saving mechanism is installed to aid 
in dispatching business. There is per- 
fect alignment of duties, and with this 
frictionless efficiency is coupled the 
earnest desire to give personal attention 
to the problems and needs of individ- 
ual agents. 


This co-ordination of speed and pur- 
pose assures success for salesmen who 
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Next Year’s National Convention 


Just how big is the Chicago convention 
of the NationaL AssociATION oF LIFE 
UNDERWRITERS next year going to be? 
How big should it be allowed to be? And 
how many can a convention, if well or- 
ganized, properly handle? What improve- 
ment, if any, can be made over the pre- 
vious excellent national conventions? 
These are questions which association 
leaders are already considering. 

The American BANKERS ASSOCIATION 
held in New York recently had an at- 
tendance of 12,000. All the hotels in New 
York were filled and it was “Bankers’ 
Week,” even in the largest city in the 
world. Why should not the same thing 
be pulled off in Chicago? There are 
probably a good many more life insurance 
men in the country than there are bank- 
ers. <A big convention like this would be 
a great advertisement for life insurance 
as well as an inspiration to the men 
within the ranks. Whether the Cuicaco 
Lire UNDERWRITERS ASSOCIATION wants to 
go to the trouble of handling such a big 
crowd is a question for the local men to 
consider, but certainly it would be an in- 
spiring thing to have anywhere from 5,000 
men up at the next annual pow wow of 
life underwriters. 

There are three things among others 
that might be worth considering in con- 
nection with the next meeting. These are 
the sectional meetings, the case method 
and the question whether the association 
should attempt to treat life insurance in 
general or whether a program should be 
framed around some central big scheme. 
It has been suggested that the Lire Prest- 
DENTS’ AssocraTION plan of taking some 
big idea, as for instance this year “waste,” 
and building all or most of the discussion 
and addresses around it, would have more 
real value than attempting to skim over 
and touch only the high spots of all the 
different 
salesmanship methods. 

If the Chicago meeting is to be a big 
one, the matter of sectional meetings nec- 
for it would 
obviously be impossible to handle all the 


forms of life insurance and 


essarily becomes important, 


business of the convention before a main 
body of 5,000 or 10,000 men, Naturally, 
a big convention would be organized along 
the lines of the treatment of all the 
branches of life insurance in the sectional 
meetings with the stars and headliners, 
the speakers of national prominence, be- 
fore the main body. 

In a three days’ convention there might 
be as few as two sessions only for the 
general topics and all the rest of the time 
might be taken up for the sectional meet- 
ings. Of course, both could not go on at 


the same time. This plan of sectional 
meetings has been well developed in such 
organizations as the Uwnitep States 
CHAMBER OF COMMERCE, the NATIONAL Ap- 
VERTISING ASSOCIATION, the AMERICAN 
BANKERS ASSOCIATION and other big or- 
ganizations. Lessons, no doubt, could be 
gained from a study of their experience. 

Men, as a rule, will talk more readily 
and treat their subjects more concisely 
and ably in the sectional than in the gen- 
eral meeting. This is not only because 
most men talk better before a smaller 
gathering, but when a meeting is held for 
the sole purpose of discussing, for in- 
stance, inheritance tax insurance, the 
minds and attention of the audience are 
naturally concentrated upon and held to 
the subject. Therefore, much better re- 
sponse will be secured on any one subject 
if treated in a specialized and sectional 
meeting than in a general meeting. 

The case method of studying life in- 
surance salesmanship has been an inter- 
esting experiment in the last two conven- 
It is only partially a success. Re- 
markably few in the audience were able 
or willing to stand up and discuss the 
case intelligently and thoroughly. It is 
the proper way to study life insurance, 
since the best type of life insurance sales- 
manship is an individualized service. Each 
life insurance prospect is different from 
every other one, and the agent should be 
trained to specialize and meet individual 
needs, 

Discussion of a natural presumed case 
will eliminate to a large extent the “bro- 
mide.” But the attempt to present the 
case method before the general conven- 
tion is a failure, because of the lack of 
concentration of attention. It may be all 
right before a general convention of not 
more than three or four hundred, but be- 
fore a large convention like that at To- 
ronto the results do not justify the time 
taken. In a sectional meeting such a dis- 
cussion might be conducted with a profit 
before as many as a thousand, where the 
attendance is more or less selected and 
everybody who comes knows that he is 
expected to take an interest. An an- 
nouncement of and a reading of the se- 
lected cases in the general meeting preced- 
ing that of the section, so that everybody 
would have a chance to get his mind work- 
ing on the cases, would be a good thing, if 
the sectional method was adopted. 


tions. 


“Only the man who succeeds knows 
the cost of that success. If you want 
to drink of the wine of success, you 
must be willing to taste daily the bitter 
gall of failure.” 





| PERSONAL GLIMPSES OF LIFE UNDERWRITERS ‘i 











Richard W. Long, the policy engross- 
ing clerk of the New England Mutual 
Life at the home office in Boston, is a 
full blooded Indian with all the marked 
characteristics of his race. Although he 
is finely educated, holds college degrees, 
and writes a style of script that is com- 
parable with copperplate and the finest 
engraving, neither his father or mother 
could read or write. His father was of 
the Hoopa tribe, his mother of the 
Shasta tribe, and he was born in Fort 
Jones in northern California. He at- 
tended the government training school 
in Salem, Ore., the Capital Business Col- 


lege of Salem, Haskell Institute at 
Lawrence, Kan., and Zanerian College, 
Columbus, O. He engrosses all the 


diplomas for one of the biggest univer- 
sities in the vicinity of Boston, has got- 
ten out a number of war memorials and 
done other similar work. Nor are his 
talents confined to writing. When he 
was unable to get carpenters he thought 
competent to build his new house in 
Wakefield a year or two ago he went to 
work himself and built a beautiful mod- 
ern house unaided. He is a member of 
a local Masonic lodge and deeply inter- 
ested in its wokr. He is married to a 
young lady of one of Massachusetts’ 
older towns and has two fine boys. Mr. 
Long’s work with the New England 
Mutual Life is to fill out the front page 
of the policies issued and the first pre- 
mium receipt. 

The Merchants Life of Des Moines 
has elected W. W. Chambreau of New 
York as_ vice-president. hie wll 
strengthen the official personnel of the 
Merchants. Mr. Chambreau is re- 
garded as a trained executive and a 
life insurance maa of vaiuable experi- 
ence. He began his insurance career 
about 14 years ago on the Pacific coast 
and is well known throughout west- 
ern territory. uring his earlier years 
he served as an cxaminer for insur 
ance departments and later built up a 
practice as independent auditor and ac- 
countant. In !ater 
associated with the actuarial and ac- 
counting iirm of hiiles Menander Daw- 
son & Son, of New York. He has had 
a comprehensive experience in studying 
home office methods and accounting 
systems. 

A. C. Bigger, president of the Ameri- 
can Life Reinsurance of Dallas, Tex., 
was honored during the week of his 
birthcay this month with a “President's 
Month” production campaign. The 
American Life Reinsurance was per- 
haps the first to make such an appeal for 
reinsurance applications, this being done 
in the first year of its history and re- 
peated now in its fourth year. Mr. 
Bigger was absent from the office dur- 
ing his birthday week and during his 





wv *< A 


adjusting the claim by radio, but on 
advice from the company’s counsel, he 
decided that it would be unwise to pro- 
ceed in that manner. 

George L. McDonald, manager at 
Louisville for the Phoenix Mutual Life 
wrote over $46,000 in new business for 
August. He has been admitted to the 
Quarter Million Club. 

A. L. Saltzstein, general agent for 
Wisconsin and northern Michigan ot 
the New England Mutual Life, cele- 
brated his 55th anniversary Wednes- 
day, when he was the recipient of many 
congratulations and good _. wishes 
Many of his friends presented him with 
flowers. 

C. R. Morgan, state manager in West 
Virginia for the Shenandoah Life, won 
the general agents’ contest for that 
company for the third quarter of 1922. 
It is the second consecutive quarter that 
Mr. Morgan has been the winner in 
this contest and, should he succeed in 
winning it for the last quarter, the prize, 

a large silver loving cup, will remain in 
his possession. The contest is based on 
the average per man and is given for 
efficient work in organization and pro- 


duction. It is being called the “Battle 
of the Quotas.” 
The value of selling a program, 


rather than a lump sum, was recently 
demonstrated by D. A. Fleming, specia! 
agent in the Elmer W. Snyder general 
agency of the Massachusetts Mutual in 
Cleveland. Mr. Fleming found a man 
who already had 19 policies, totaling 
about $50,000. Most of them were for 
small amounts, and the _ policyholder 
complained that whenever he requested 
an agent to submit a program really 
suited to his needs he was invariably 


’ 


presented with another “five” or a “ten,’ 


; and the income was guaranteed for only 


years he has been | 


absence the appeal was sent out to life | 


companies throughout the country, to 
which a most gratifying response was 
received. Company executives from all 


parts of the country also responded with | 


congratulatory messages. 


oP 


The October issue of “Scribner’’s 
contains an appreciative article by Vie- 
tor Murdock on the life and influence of 
E. B. Jewett, who in his later life was 
secretary and treasurer of the Farmers 
& Bankers Life of Wichita, Kan., and 
who died a few months ago. Judge 
Jewett was one of the interesting fig- 
ures of Kansas and spent most of his 
life in the public service. 

President Thomas F. Barry of the 
Globe Mutual Life of Chicago states 
that a claim against the company was 
recently reported by radio from a ship 
in the Atlantic Ocean which was five 
days from land. The radio message 
was sent by the steamship company, 
to New York and was telegraphed to the 
home of the policyholder in Chicago 


‘who in turn notified the Globe Mutual 





Life. President Barry was desirous of 


| New 





a limited number of years. Mr. Flem- 
ing made a study of the case and as a 
result secured an application. He has 
been in the insurance business less than 
three years. 


Frank J. Halliday, actuary of the 
Shenancoah Life of Roanoke, Va., has 
resigned. He will move to Birming- 
ham, Ala., where he will be the man- 
ager of a large garage and an automo- 
bile accessories factory. This is owned 
by his brother, W. R. Halliday, vice- 
president and actuary of the Southern 
States Life at Atlanta. 


Samuel S. Boyden has resigned as 
actuary of the Union Mutual Life, hav- 
ing been with the company for 50 years. 
He will continue to give part of his 
time as the company’s consulting actu- 
ary. Fred A. Hamblen has been ap- 
pointed actuary. He has been with the 
company for 33 years starting as a 
boy in the home office. For 19 years 
he has been assistant actuary. 

E. C. Fowler, general agent of the 
England Mutual Life in Chicago, 
has been confined to his home for the 
last three weeks or so with illness. 

THINKING RIGHT 

Think smiles and smiles shall be. 

Think doubt and hopes will flee. 

Think love and love will grow. 

Think hate and hate you will know. 

Think good and good is here. 

Think vice, its jaws appear. 

Think joy and joy never ends. 

Think gloom and dust descends. 

Think faith and faith’s at hand. 

Think ill, it stalks the land. 

Think peace sublime and sweet, 

And you that peace will meet. 

Think fear with glooming mind, 

And failure is close behind. 

Think this: “I'm going to win.” 

Think not on what has been. 

Think victory, think “I Can.” 

Then you are a winning man. 

—J. F. McElroy, Agent, National 
Life & Accident, Erin, Tenn. 
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NEW COMPANY IN WEST 





LAUNCH GOLDEN STATE LIFE 





Will Write Life, Accident and Health 
Insurance—Home Office Will Be 
at Los Angeles 








LOS ANGELES, CAL., Oct. 24.— | 
With the incorporation of the Golden | 
State Life, papers in connection with | 
which have been filed at Sacramento, | 
another California life company will es- | 
tablish and maintain its home office in | 
Los Angeles. 

The company is capitalized at $500,- | 
000, the shares having a par value of $10 | 
each, in addition to which the subscrib- | 
ers agree to pay an additional 25 percent | 
to provide a surplus fund, which, on the | 
entire capitalization will amount to 
$125,000. It is understood practically 
the entire amount of capital stock has 
been subscribed, and that as soon as 
$250,000 has been paid in, which is the 
minimum required by the California | 
law, the company will begin active op- | 
erations. Its plans contemplate the writ- 
ing of life, accident and health insur- 
ance, and it expects to erect its own 
home office building in Los Angeles. 

Charles E. Grosse, Pasadena million- 
aire, who is largely interested in Union 
Oil and other local corporations, heads 
the company, and other officers and di- 
rectors include James W. Whitlock, 
local capitalist, Dr. Frank W. Dunning 
of Eagle Rock, retired business man; 
Harold J. Greenbaum, building con- 
tractor; Charles R. McCarty, prominent 
attorney and general counsel for the 
corporation, and Edwin K. Osman, who 
was formerly a representative of the 
Travelers and has also been connected 
with the National Automobile Insur- 
ance Company. Mr. Osman is from the 
East and has had a long experience as 
a life underwriter, having represented 
the Mutual Benefit Life for several years 
prior to coming to Los Angeles about 
two years ago. 


ACTUARIAL SOCIETY 
GETS VALUABLE PAPERS 


(CONTINUED FROM PAGE 3) 
of the contract whereas in ordinary life 
and endowment insurance policies the 
amount at risk steadily decreases. 


Analyze Recent Mortality 


“Recent Mortality” was the subject 
taken by Henry Moir, actuary for the 
Home Life of New York, who said that 
the need of constant observation of the 
trend of mortality shourd be realized | 
The experience of one company for 1921 | 
was given in detail and Mr. Moir said | 
that every indication showed that 1922 | 
will closely follow the experience of | 
1921. He said that the factors of in- 
fluenza and the war have apparently 
been entirely eliminated now, so that 
the experience of 1920, 1921 and 1922 
may be looked upon as representative of 
present-day conditions. These three 
years, however, show a decided im- 
provement in mortality over the pre- | 
war years. For this reason, the inap- | 
propriateness of the American Exoeri- | 
ence Table is accentuated. Mr. Moir 
said that the use of this table, which is 
acquired by law. is a great incon- 
verience to all Tife comnanies. 

“The Adjustment of Population Re- | 
turns at Infantile Ages in the Absence | 
of Birth Statistics.” was the subject | 
taken bv Robert Henderson, who ob- | 
served that, in the recently published 
United States Life Tables, the official 
readiustment of population at the in- 
fantile ages, although based on the 
assumption that the population at ages 
2, 3 and 4 last hirthdav combined was | 
correct in total but incorrectly dis- | 
tributed. apneared to give a total popula- 
tion at those aces about 1 percent less 
than original statistics. Mr. Henderson 
devised and here explained a method | 
which avoids such a result. 





| 
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In our preceding advertisement in this 
paper. we published the copy of a typical 

tter received from a leading Genera! Agent 
of another Company regarding our New 
Plan of handling surplus business, standard 
and substandard, from Agents of other 
Companies. 


The letter opposite expresses the view- 
point of the man in the field who struggles 
day after day to get the businese—the ex- 

ressions received from the Field men more 
‘orcibly impress the justice and fairness of 
our plan than any arguments we might 
advance. 


Under our New Plan, we extend to the 
Insurance Agent because he is rightly en- 
titled to this recognition—liberal Fret year 
commissions, guaranteed non-forfeitable re- 
newals, and the same privileges ovr own 
Agents receive, such as the privilege to 
qualify for Club Convention trips, partic- 
ularly the Pacific Coast trip next July. 
We have extended and liberalized our su 
standard coverage and are offering protec- 
tion on some form at some rate to practically 
every applicant of sound moral character. 








Missouri State 


‘‘_To Pay the Man Who 
Sweats the Blood’’ 


“My dear Mr. Lawrence:— 


“I have just read an article in ‘the August 31 edition of 
the National Underwriter Life Edition which fully defines 
your official position and attitude of broader service. 


“You have certainly justified the practice of your Com- 
pany in having made public the fact that you are open 
for all such desirable business as the representatives of 
other kindred companies and brokers have to offer the 
Missouri State Life. 


“While yet only thirty-eight years here on earth and 
fifteen years of that period spent in the Life Insurance 
business—it does my soul good to have lived long enough 
to know beyond doubt that the next year or two will 
force the self-styled ‘Simon Pures’ to pay the man who 
sweats the blood to produce the business, both first year’s 
and subsequent years commissions, as you have pointed 
out on a non-forfeitable basis. 


“I sincerely admire your position that the Life Com- 
pany which skims the cream of physical fitness and brags 
of their low mortality renders a contemptible service, 
which is a product of miserly souls, and the field men of 
this great business have come to so regard it. 


“In all of this you have my admiration in a very big 
way because you are blazing trails of service to hundreds 
of thousands of insurers and insurants—all of which will 
become acceptable to and practiced by all reputable Life 
Companies in the near future years—just like the much 
hooted disability and double indemnity benefits which are 
now issued and eulogized by all Life Companies today.” 


—From a large personal 
producer of another Company 


ife 


Insurance Company 


M. G. Singleton, President 


Accident 


Life 


Home Office—St. Louis 


Health Group 





THE NATIONAL 


| COMPANY PRACTICE ON PREMIUM NOTES 


A Symposium on an Important Phase of Field Work Composed of Informa- 


SYMPOSIUM on company 
regarding premium notes has 
commiled fiom intorm: 
from life companies through- 
country in response to a per- 
inquiry tron THE NATIONAL | 
DERWRITER. This wealth of material fur- 
nishes a review of value and of general 
and the interest in tl subject 
is not contined to the man in the field, 
for the compay executives themselves 
have expressed considerable interest in 
infor 
is noted through- 


tice 

be en 
received 
out the 
sonal 


interest 


the coliaboration ot 


divergence of practice 


out. It must be emphasized, however, 
that the matter given in, this symposium 
is confined entirely to company prac- 
tice and, as several officials point out, 
the practice of the agents, acting upon 
the'r own responsibility, may be en- 
tirely different. This shows the extent 


activity in handling pre 
The questions asked of 
the companies are subjoined in the at- 
tuched box and in many cases will have 
to be closely followed, as many answers 
are merely positive or negative replies 
to certain numbers. As the replies have 
been received from practically all « 
panies operating in the country, it is 
impossible to give but a few replies each 
week. The first installment is now 
given as follows 


of compa Vv 
ium notes, 


* * 


Massachusetts Mutual—It is not 
custom to accept a note for any 
of a first-year premium. If an agent 
personally accepts a note for a first- 
year premium, we require him to report 
the full premium, less commission, to 
the company. If it later appears that 
the note is not collectible, it is not our 
practice to make any adjustment with 
the agent, who must bear any loss in 
connection with the note’s acceptance. 


our 
part 


prac- | 


ation | 


m= | 


| 


|} not 


tion Received from All Companies 


Our policies provide for a cash sur- 
render value at the end of the second 
policy year and the company will take 
1 note on account of the second year’s 
premium within the limit of the second 


year’s cash value. Our agents are in- 


UNDERWRITER 

Answering question 4, when the agent 
personally accepts premium notes we 
will permit an adjustment with him on 
the basis of term insurance on legal sur- 
render of the policy after the note has 
been found to be non-collectible. 

* * * 


Phoenix Mutual—This company has 
not for many years accepted notes for 
the whole or part of first-year pre- 
niiums. 

We are 
of the country 
premiums is made by the 


aware that in some sections 
settlement of first-year 
acceptance by 


QUESTIONS ASKED OCF COMPANIES 


1. Do you accept first year premium notes? If so, for the full premium 


cr for what part of the premium? 


2. lf you accept first year premium notes, do you requ re the agent 
to guarantee them in full, less comm ssion or do you require him only to 
pay cost of carrying the risk for the full year or while the policy is in 


1orce? 


3. If you permit the agent to guarantee only term insurance, do you 
require a minimum charge of $5, or do you make any other requirement? 
4. If you do not accept first year premium notes and the agent per- 
sonally accepts them, will you permit an adjustment with him on the basis 
cf term insurance, on legal surrender of the policy, after the note has been 


fourd to be non-collectible? 
5. Do you accept 


second year notes? 


Do you require the agent to 


secure second year notes in the same manner as you have described above 


for the mrst year notes, if at all? 


6. Do you accept second year notes up to an amount secured by the 
second year reserve, or up to an amount secured by the second year cash 


values? 


_7. Does your premium note form provide for cancellation of the 
pclicy pricr to the end of the policy year on failure to pay the note? 


structed not to take notes for any 
of a renewal premium. 

There is no provision in our premium 
note for cancellation of the policy prior 
to the end of the policy year, as we will 
make a premium loan of such an 
amount that the loan and accrued in- 
terest would equal the cash value of 
the policy prior to the due date of the 
next premium, 

Provident Life & Trust—Our answers 
to questions 1, 5, 6 and 7 are negative. 


part 


the agent of the whole or part of the 
premium in a promissory note. This 
company, however, takes no responsi- 


bility in the matter of 
notes by its agents. 

In some cases where a note has been 
accepted for a premium and®not finally 
paid, we have allowed an adjustment 
with the agent on a term insurance ba- 


acceptance of 


sis, if the policy was properly surren- 
dered and released. 
his company does not accept notes 
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for second-yea> premiums, nor, as far 
as we are aware, does any of its rep- 
resentatives. Our policy contracts pro- 
vide for a loan after the payment of 
the second year’s premium, which in 
effect allows a policyholder to partially 
make payment of such premium by the 
loan. 
* * > 

Northwestern National—1 and 2— 
No, we do not accept first-year premium 
notes either in part or for full premium. 


3—No minimum charge is required. 

4—- Yes. 

5—Yes, such notes are handled di- 
rect from the home office and not 
through the hands of our agents. 


6—We accept second-year notes for 
the gross premium. 

\Ve have two forms of premium notes 
One form provides for termination of 
the policy as of the due date of the 


note if the note is not paid. Another 
Saari provides for termination of the 
policy as of premium due date if the 
note is not paid. 

- * * 


Omaha Life—We do not accept first 
under any condi- 


year premium notes 
tions whatsoever. If the agent should 
accept any note, that is a matter to be 


adjusted entirely by him. The nets on 
the basis written are charged to his ac- 
count. If notes for second year pre- 
mium are accepted by the company, it 
s not a matter in which we require the 

gent to act as surety, and the note 
peouidts that the policy may be can- 
celed at our option if the note is not 
paid at maturity. 

* o 

Liberty National, Misscuri—We do not 
accept premium notes for the first year 
premium. The agent may accept pre- 
minum notes if he desires to carry them 
himself, but we shall expect him at all 
times to pay the nets due the company 
and if the notes are not collectible we 
expect him to obtain a legal surrender 
of the policy after the note has been 
found to be non-collectible. This 
method of settlement applies on all poli- 


cies, as is found to be a very fair one 





ANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


Home Office: 
Assets’ - - 


Lincoln, Nebraska 


$21,400,000.00 





Bankers Life Insurance Co., 
Lincoln, Nebr. 


GENTLEMEN : 


years to $546.00 that I paid you. 


earnings 


$754.86 to me. 


ance Co. of Nebraska, 


$1,300.86 by this investment which only cost me 


I am well pleased with this settlement. 


If interested consult one of our 
14th and N 


PicKRELL, NeEsr., Sept. 26, 


Twenty years ago today I took out a $1,000.00 policy with 
your Company paying an annual premium of $27.30 amounting in the twenty 
A. H. Gray, 
handed me your draft for $300.86 being the surplus earned on my policy, together 
with a fully paid up policy for $1,000.00 which will particpate in the company’s 
and pay me a cash dividend as long as I live. 


Today your General Agent, Mr. 


Yours truly, 


WILLIAM L. ( SCHNEIDER. 


agents or write Old Line Bankers Life Insur- 


Streets, Lincoln, Nebr. 


1922. 


My estate is increased 
$546.00 being a net profit of 


Wishing you continued success, I am, 


TWENTY PAYMENT LIFE POLICY 
Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 


— 














If interested in an agency or policy contract write Home Office, Lincoln, Nebraska | 


ene oe Wm. L. G. Schneider 


Name of insured 
Residence....... 
Amount of policy 
Total premiums paid............. 


SETTLEMENT 


Total cash paid Mr. Schneider...... $300.86 | 


And a Paid Up Participating Policy 
for $1,000.00 


aus cigec ee Pickrell, Nebr. 
ROT ee $1,000.00 
546.00 
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on account of the higher commission 
rates paid this company. 

We do accept second year notes di- 
rect from the policyholder, but require 
him to pay the term insurance for the 
period of the note. The second year 
premium note provides for the cancel- 
lation of the policy at the end of the 
term of the note unless the values in 
the policy itself will continue the policy 
to a later date. 

7 = 

Central Life Illinois—1. We accept a 
first year premium note to cover the 
entire amount of the premium, and the 
maturity of the Same is limited to one 
ar from the date of the policy. 

2. The agent is required to guarantee 
the company for the full premium, less 
the commission due him, or, in other 

net is required from the 


words, the 
nt. If the policy is to be canceled 
and the agent is successful in securing 
policy itself for cancellation before 


the end of the policy year, the term in 
surance to be charged Ss on aii ular 
term rate 

3. If the net is charged to an agent 
as term imsurance, there is no minimum 


charge, but if a term insurance charge 
s made on the regular term rat 
minimum charge, including the medical 


and inspection fees, is $10. 


4. We permit an adjustment on the 
vasis of term insurance on a non-col 
ectible note th state agents who ar 
mm a net cash basis 

5. We do not accel second yea 
notes. 

6. We use an extension agreement for 
second year premiums, and for the pre- 
mium on any policy on which there is 
not sufficient reserve to cover the pre- 
mium. This extension agreement is 
accepted for two months in case of a 
quarterly premium, four months in case 
~ a semi-annual premium and eight 
months in case of an annual premium, 
ind a cash deposit of one dollar per 
month per thousand is required, and 
this is applied toward tl payment of 
the premium, if the agreement is later 
paid in cash, but if the agreement is not 


paid on maturity, the values of the pol- 
icy are determined as of the preceding 
year, as the cash deposit covers a term 
insurance charge only. 

7. No 

Farmers, Colorado—\We do not ac- 
cept first year premiu:n notes 

In reference to term insurance we 
look to the agent for the actual cover- 


age during the period. 

No adjustment is made with the agent 
on notes. If they are non-collectible, 
the agent is the loser. On few occasions 
we have accepted second year notes, but 
in that respect the agents has nothing 


to do with them. The amount of such 
notes taken depends entirely on pre- 
mium. 


On failure to pay the premium note, 

the policy automatically cancels. 
* x * 

Girard Life—It is not the general 
practice of this company to accept note 
in settlement of first year premium, but 
we do occasionally do so if the maker 
of the note appears to have first-class 
financial responsibility. If the note is 
not paid, provided the agent takes up 
the policy and gets a written agreement 
from the insured and beneficiary sur- 
rendering the policy to the company in 
consideration of the return to him of the 
note given in settlement of the premium, 
we charge the agent only the term pre- 
mium for the length of time the insur- 
ance has been in force: otherwise the 
agent must pay the full amount of the 
note less his commission and the in- 
surance will remain in force during the 
period of time for whick the premium 
was settled for by the note. If the agent 
accepts the note and settles the net pre- 
mium with the company, it is our rule 
to consider the settlement final and no 
adjustment is made with him in 
event he fails to collect the note which 
was made payable to his order 

However, we do occasionally make 
exceptions to this rule where the cir- 
cumstances are such as to justify it, 
and in such case we charge the agent 
the term premium provided he takes up 


i period of 





i 
the 


LIFE INSURANC 


the policy and secures a legal surrender | 


of it to the company. 

It is not the company’s practice to 
accept a note for any subsequent pre- 
mium after the first unless the policy 
has a loan value sufhcient to protect the 
note. We do, however, occasionally 
vary this practice, in which case we 
treat the agent the same as we do whert 
the note is given in settlement of the 
rst vear’s premium. 

The agent before accepting a note in 
settlement of any premium must secure 
the company’s consent. The form ot 
note does not provide for cancellation 
of the policy in the event of the failure 
to pay the note. 

Equitable, Iowa—i, 2 and We do 
not accept first ear premiul notes 

} The agent accepts frst i pre 
mium notes on his owr responsibility, 
but in case the agent ts unable to co 
lect on the note, we hall, if the circu 
stances warrant, permit an adjust1 t 
with the agent on the basis of term in- 
surance plus the medical fee 

5 The company ccepts on its own 
re sponsibil ty second veart notes and 
coes not hold the ag nt responsible 
There must be ud with tl second 
year notes a sufficient sum to cover the 
actual carrying of the risk trom the du 
date of the premium until the note be 
comes duc 

6. We accept st md vear pre ? 






notes up to the amount of the premium 
less the cash paid en account of the 
term charge. In all cases this will re 
sult in the note being less than th 
second year reserve. 

7. Our premium note provides for 
'the cancellation of the policy 10 days 
atter premium note becomes due nd is 
unpaid. 

Penn Mutual—1. Our agents are per 
mitted to accept notes for all or part 
of first vear’s premium; four months 
for annual premiums; three months for 


semi-annual, and two months for quar 
terly. 

2. We do not require the igent to 
guarantee the note in full, less commis- 
sion. We charge term insurance for the 
full premium period unless the agent 
secures the execution of a “Note Policy 


Surrender,” releasing — the company 
from further liability, in which event the 
agent is charged term insurance for the 
exposure, 


' 

3. Where the term insurance charg 
| is less than $5 for account of a first pri 
mium we require the agent to pay $5, 


it being our practice to charge back the 
medical fee in all of undelivered 
policies. In cases of note settlement we 
charge either the term insurance or the 
medical fee whichever is higher. 

4. See previous answer 

5. We permit acceptance of notes for 
second year’s premiums, provided agent 
guarantees term insurarnce over pre- 
mium period, or, if note releases are 
obtained, over the period of exposure. 


~ases 


ot §$5, 


6. We permit acceptance of notes for | 


second year’s premiums for full amount. 
Policy reserves or cash values are not 
considered, the agent guaranteeing term 
insurance for period at risk. 

7. No. Our note contains no 
sion for cancellation; the note 
surrender used for that 
Agents are also permitted 


provi- 
policy 
is 


to accept 


purpose. | 


notes for renewal premiums where the | 


reserve is sufficient to protect the com- 
pany in event of non-payment; where 
policy loans have exhausted cash val- 


ues the agent becomes responsible for | 


the term insurance, the same as under 
first or second year’s settlement. 


Cedar Rapids Life—We do not accept | 


first year premium notes nor do we per 
mit an adjustment with the agents on 


the basis of term insurance on legal | 
surrender of the policy after the note 
has been found uncollectable. 

The company accepts second year | 
notes up to an amount secured by this 
second year reserve, but does not re- 
| quire an agent to secure the note. 

Premium note form for second pre- 


miums, provides for cancellation of the 
policy on failure of the insured to pay 
note. 
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Recently 


THE FRANKLIN 


Life insurance Company 
of Springfield, Illinois, 
entered the state of 


INDIANA 


Life underwriters of Gen- 
eral Agency calibre are 
needed to develop several 
attractive territories in 
that state. 


capable and 
ambitious, let us know 
something about your 
qualifications. Contracts 
are made directly with 
the Company. 


If you are 








THE FRANKLIN LIFE INSURANCE COMPANY 
has a splendid tradition for “Aggressive Conservatism”, 
and a Co-operation par-excellence between the com- 
pany and its agency staff. More than $130,000,000.00 


of insurance in force. 


rite to the Home Office 
Springfield, Ill. 

















HUTCHINSON, KANSAS 


STEPHEN M. BABBIT, President 
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PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 








Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 




















A Few Reasons 
WHY SHENANDOAH LIFE AGENTS ARE SUCCESSFUL! 





Up-to-the-Minute Policy Contracts. 

A Correspondence Course in Salesmanship. 

A Liberal Agency Contract. 

A Free Circularization Bureau. 

Whole Hearted Co-operation of the Home Office. 
A Liberal Substandard Department. 

The Numerical Rating System. 











Agency Openings for PRODUCERS 


The Shenandoah Life Insurance Co., Inc. 


ROANOKE, VIRGINIA 
The Agents’ Company—The Policyholders’ Company 
On Agency Matters Addrese—The Agency Manager, W. F. MACALLISTER 


























American National Insurance Company 


OF GALVESTON, TEXAS 


W. L. MOODY, JR. SHEARN MOODY, 
President Vice-President 


W. J. SHAW, 
Secretary 


SEMI-ANNUAL STATEMENT JUNE 30, 1922. 


ASSETS LIABILITIES 
Real Estate Owned............. $ 937,224.46 Net Reserve (American Experi- 
Mortgage Loans (First Lien).. 4,857,864.45 ence 3 and 344%)..ccecesceess $10,438,249.92 
CONE EGOMS cdcesccescceses 25,000.00 Reserve for Death Losses in 


Loans Made to Policy-holders 


process of Adjustment, or 





— Company's Policies). 1,399,180.76 Adjusted and unpaid.......... 55,633.00 
ee Bs Wie as . Reserve for Taxes, etc......+... 58,293.06 
Certificates of Deposit.......... 18,781.00 Unearned Interests...........+- 19,070.48 
Interest Due and Accrued...... 267,901.44 All other liabilities............. 169,706.89 
Deferred and Uncollected Prem- Capital Stock........ ,000.00 
iums (Less Loading).......... 58,909.09 Assigned Funds..... 247,507.00 
Premiums actually collected and Surplus .....+.seee0. 1,361,409.55 
in transmission to Home Of- Surplus Security to Policy 
Sali RCO al ee 37,032.91 BEND  pdanseveecesessvenvense 2,108,916.55 
ER $12,849,869.90 MEE . asboneadencseaiasanel $12,849,869.90 


Ordinary and Industrial Life Insurance in Force, $165,613,035.00 
Operates in Nineteen States and the Republic of Cuba 


“ANCHOR TO THE ANICO”’ 

















AIR SURVEY OF FIELD 
TEXAS COMPANY’S NEW PLAN 


Officials of United Fidelity Life Get 
Data im Ten Hours That Would 
Otherwise Have Taken Weeks 


DALLAS, TEX., Oct. 24.—Investi- 
gating agricultural and business condi- 
tions of important sections of the state 
from the air, with a view of ascertain- 
ing the desirability of accepting notes, 
renewing accounts and going atter new 
business, is the ultra-modern method 
adopted by the United Fidelity Life of 
Dallas. ‘the company has just com- 
pleted a survey of the situation in west 
Texas and the Panhandle and is in pos- 
session of data which will enable it to 
know just what to do with reference to 
accepting notes for premiums, renew- 
ing notes and otherwise conducting its 
business in those sections in an intelli- 
gent and safe manner. The investiga- 
tion, or survey, was made from an air- 
plane in ten hours. Officials declare it 
would have required weeks to make the 
survey in the ordinary way and en- 
tailed a lot more expense. 

Official Former Pilot 


The company found it was late in 
getting proper reports as to agricultura! 
and business conditions in the Pan- 
handle section of Texas. It had a con- 
siderable amount of notes coming up 
for renewal in that section and it was 
absolutely necessary that the company 
have reliable data before being able to 
pass upon business propositions in- 
telligently. 

D. Easley Waggoner, vice-president 
and general manager, hit upon an idea 
of obtaining the data wanted in a 
hurry. Waggoner remembered that A 
P. Apperson, field superintendent for 
South Texas, was an expert aviator, 
having served in that division in France 
for 18 months, with 1,000 flying hours 
to his credit. Mr. Waggoner got in 
touch with Mr. Appcrson, who readily 
agreed to pilot the plane over the Pan- 
handle section which is some 600 miles 
from Dallas. 

Waggoner and Apperson left Dallas 
one morning and were making the sur- 
vey in a few hours. They visited a half 
dozen counties, flew over a score of 
towns and hundreds of fields, landed 
here and there and soon returned to 
Dallas with the data wanted. 
goner said the only accident was a 
puncture at one landing and that was 
not very serious. 

Determined Crop Conditions 


According to Mr. Waggoner, from 
the plane, at an altitude of from 600 to 





Mr. Wag- , 


1,000 feet, he could determine the con- 
dition of cotton crops, how much had 
been gathered, how much remained in 
the field, how much was about the 
gins, how much was en route from the 
fields to the gins, how much was in the 
cotton yards in various towns, how 
luany persons were engaged in picking 
cotton, about how much they were pick- 
ing daily and when the gathering would 
be completed. He declared by the piles 
of cotton on the ground and the num- 
ber of rows picked it was possible to 
determine the amount raised per acre 
By the same reasoning he was able to 
ascertain what the cotton yield per farm 
would be. By the number of wagons 
carrying cotton to the gins from the 
fields and the number of bales about 
the gin yards he was able to arrive at 
how the crop was being moved and by 
the number of bales in cotton yards at 
cities and towns he was able to learn 
how much of the crop is being mar- 
keted at this time. From the crowds in 
the streets and the wagons going to 
and from towns he arrived at the 
amount of business the merchants were 
doing and gauged the business situation 
Hours Instead of Weeks 


In addition to the facts from the air, 
the observations were verified at land- 
ing places and in ten hours actual fly- 
ing time Messrs. Waggoner and Apper- 
son brought back to the general ofhces 
at Dallas data which would have re- 
auired weeks to obtain by the letter 
and tracer system. 

It is a new system in Texas and the 
United Fidelity will probably use it ex- 
tensively in the future. It is more sat- 
isfactory than the old way, officials said, 
and besides it furnishes unique adver- 
tising and offers a way of opening new 
avenues for business for the company 


Course for Penn Mutual Men 


The William J. Jones Memorial Class 
in life insurance, for the benefit of the 
home office force of the Penn Mutual 
Life, will be resumed next Tuesday 
The class, which was named after the 
late Mr. Jones in recognition of his 
services in spreading life insurance 
knowledge, is in charge of Ralph 
Humphreys, superintendent of the 
home office agency. 

The revised fall program is as fol- 
lows: Oct. 31, “Income Insurance,” 
Mr. Adams and Mr. Anne; Nov. 14, 
“Disability Annuity, Double Indem- 
nity and Under-Average,” Louis John- 
son and O. F. Pfizenmaier; Nov. 21, 
“Inheritance Tax Insurance,” Mr. Hut- 
tinger and William J. Amos; Nov. 28, 
“How to Develop Prospects,” Mr. Scott, 
Mr. Clegg and Superintendent Hum- 
phreys: Dec. 5, “Meeting Objections,” 
Mr. Mishler and Superintendent Hum- 
phreys. 


EDGAR A. GUEST’S PRAISE OF LIFE MEN 


DGAR A. GUEST, the famous col- 
E umn conductor of the Detroit 

“Free Press,” was one of the prin- 
cipal speakers at the annual meeting of 
the Fire Underwriters Association of 
the Northwest in Chicago last week. 
Mr. Guest gave a humorous talk, but 


during the course of his remarks said | 


something that touched the vital spot 
so far as insurance men are concerned. 
Mr. Guest said that he has bought con- 
siderable life insurance from time to 


time and has been persuaded to increase | 


his line because the life insurance agent 
who has sold him has made frequent 
calls. Mr. Guest said that his life in- 
surance agent had never left him alone. 


He has sold him one policy and then | 


after a time has come back again and 
sold another kind of policy. He has 
called and called and called. 

As a contrast Mr. Guest says that 
he never hears from his fire insurance 
agent until his term policv is about to 
expire. “He comes around about every 


three years,” said Mr. Guest, “and then 


all he tells me is that on the first of 
April I will owe him so much money 
He does not tell me about any new kind 
of fire insurance that I may buy. He 
does not try to sell me any more. He 
seems to be concerned principally about 
collecting the premium on what he has 
already sold.” 

This is a rather severe criticism of 
fire insurance men, but that is perhaps 
justified. At any rate it is certain that 
fire insurance men do not make as 
many calls on prospects as life agents 
Successful life men have found out how 
valuable and beneficial it is to keep in 
close touch with policyholders. They 
know that if they call frequently they 
will after a while wear down the pros- 
pects’ resistance. Fire insurance men 
as a class still have this lesson to learn 
What Mr. Guest said last week should 
be taken to heart by the fire and cas- 


| ualty men who have fallen in the habit 


of seeing their customers only infre- 


| quently. They can learn a lesson from 


the life men. 
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KINGSLEY DISCUSSES 


FUNDAMENTAL POINTS |: 


Vice-President of Penn Mutual | 
Gives Interesting Address to 


Los Angeles Life Men 


INSURANCE AS A CALLING 


Valuable Suggestions on Various Phases 
of Agency Building and Life 
Insurance Salesmanship 


LOS ANGELES, CAL., Oct. 24.—At | 
the last meeting of the Life Underwrit- 
ers’ Association of Los Angeles, Wil- 
liam H. Kingsley, vice-president of the 
Penn Mutual Life, spoke on “Life 
Insurance as a Calling,” and made a | 
number of interesting and valuable sug- 
gestions with respect to various phases | 


of agency building and life insurance 
Kingsley said in 


salesmanship. Mr. 
part: 

“In the matter of agency building, 
without in any way advertising my own 
company, but using it as an illustration 
for its value and speaking therefor 
truthfully, I can say to you that in 75 
years we have gone through all the 
processes of agency building and know 
for a verity that the only true, real, gen- 
uine, purposeful way of building an 
agency is by an organization of whole- 
time men. In those 75 years we did 
everything. We groped in the dark and 
finally came down to a residuum of 45 
men in the organization, taking them as 
young men, educating them until they 
were imbued with the Penn Mutual | 
spirit and sending them forth with the 
motto—This one thing I do—write life 
insurance.’ You might just as well ex- 
pect a man living in a boarding house to 
shoulder a gun in its defense as to ex- 
pect a floater to be the character and 
quality of life insurance man that you | 
want. 


Old Way and the New 


1906 to create an | 
agency that procured a product of $7,- | 
000,000 a year, and then we did the 
heroic thing. We decimated our ranks, | 
retaining only that bunch of fellows | 
who were going to devote their lives to 
the purpose of remaining with the | 


“It took us until 


| rate of $12,000,000 a year 


| terest 


|} and a city directory and say: 


| production and ability. 


|agency, and immediately a new spirit 


took hold of those fellows. They came 
through, and they build that agency to 
point of $20,000,000 a year, and the 
end is not yet. 

“Now, in contradistinction to that pic- 
ture, let me say that while it took 75 
years to create that unit of production, 
18 months ago we established an gency 
in the city of New York, but it pro- 


| ceeded along certain well-defined lines 


from which it would not depart—that of 
taking the young men, holding classes 


| of instruction for them, educating them, 


training them, graduating them, and 
staying with them. And in a period of 
18 months that agency is writing at the 
The last class 
showed an efficiency of 100 percent 
Basis of Successful Agency 


“Based upon experience and proof, 
those of you who are maintaining agen- 


| cies engaged in this troublesome under- 


taking to build, confine yourselves to 
the young man and the seasoned man 
who is satisfied to stay with his com- 
pany, with your agency, and, above all, 


| feel that he is fraternally with you in 


all the undertakings that you have in 


| hand. 


“With respect to the agent himself, 
in the olden days it was quite cus- 
tomary, if I was a general agent and a 
man came to me and evinced some in- 
in the business and in working 
for me, I would hand him a rate book 
‘Go forth, 
the world is yours,’ and then in a short 
time I would complain of his lack of 
Later 
else would take that man, do the right 
thing by him and he would become a 
successful agent. 


someone 


Represent Beneficiary 


“The matter of approach, when un 
successful, is often based upon lack of 
self-confidence, and if I may give you 
a thought which may be of value, let 
me say that when you go out to write 
life insurance, do not represent the 
company, do not represent your general 
agent, nor yourself, nor the man you 
are trying to insure, but represent the 
beneficiary. Because, when all is said 
and done, that is the pivotal point of 
every insurance transaction that ever 
took place. The insurance is the vehicle 
of payment. The beneficiary and what 
she needs and requires is what must 
bring the result. 

“Don't say you are with a company 
3e of it. Be thoroughly imbued with a 
sense of loyalty. If you are not, then 


,; change your company, and if you can- 


not find a company whose principles 
and practices are in accord with your 
ideals, then get out of the business, be- 
cause you are not true to yourself or to 





Did You Get 


tance Taxation. 


420 E. Fourth Street 
Cincinnati, Ohio 


Send me.. 


Name....... 
Street. . . 
City... 





“| have just bought a ‘Life Insurance and Inheri- 
It is admirable, clear, terse, 
suggestive and complete. 


Manager Department of Publications, 
New England Mutual Life Insurance Company. 


The National Underwriter Company 


re cop.... 
Inheritance Taxation at $1.50 a copy. 


Your Copy? 


Fine work.” 
W. H. HAZARD, 


of Life Insurance and 


State. . 








Agency Manager 
Wanted 


At the home office of company of unusual 
financial strength writing business in all states 
with complete line of up-to-date policies, giving 
Sub-standard service and cooperation by mak- 
ing bank deposits. The man must have quali- 
fications for attracting and holding agents and 
developing territory. Consideration will be 
given to men who are now acting as agents or 
general agents who might see in this opportu- 
nity a greater field for their advancement and 
development. Give age, years of experience, 
with whatcompanies, personal production and 
agency production and salary expected. All 
replies considered strictly confidential. 


Address B-99 


Care The National Underwriter 








WANTED 
One of the Standard Legal Reserve Life 


Insurance Companies,—Location Middle West, 
wishes two reliable representatives to do special 
Field work in Illinois and Indiana. Salary and 
Commission. None but producers need apply— 
new and up-to-date policy forms—hard to beat! 
Reference required. For detailed information 
address B-39 care of the National Underwriter. 














: WANTED! 
A SUPERVISOR FOR ILLINOIS AND IOWA 


By a Company of unusual Financial Strength, located in the 
West, with a complete line of Up-to-date policies, making bank 
deposits to help the agent, furnish sub-standard service and co- 
operation in the field. 


Man must have qualifications of being a fair personal writer and 
be able to organize territory and attract and hold men. Company 
will pay straight salary and traveling expenses. Give age, ex- 
perience, former connections and for what period, personal and 
agency production record, and amount of salary expected. 


Address B-100 
Care The National Underwriter 














the subject of life insurance as you 


should represent it. 
Case of the Very Rich 


“So often you meet conditions that 
seem insurmountable, and if you were 
asked what condition seems most im- 
pregnable in your work, you would say, 
the rich man, the man whose accumu 
lations are so great that you, the agent 
know he does not need life insurance. 
I want to say to you that that man 
does not live. Every man needs it, and 
every man can be Within two 
months an instance came under my ob 
servation where just such a man casu- 
ally said to a life insurance man, ‘I am 
living above the needs of life insur- 
ince,’ and he was asked to explain, and 
his explanation was seemingly very sat- 
isfactory—that he was the beneficiary 
under an immovable trust yielding $45,- 
000 a year, created by his father; that 
he himself had accumulated enough 
money to set aside a trust yielding $60,- 
000 a year. The man was in a wholesale 
business that yielded him an income of 
over $100,000 a year. Surely that con- 
dition seemed to present an invulnerable 
aspect so far as life insurance was con- 
cerned. The situation attracted the at- 
tention of a man who felt that he micht 
demonstrate to himself that he had a lit 
tle ingenuity left, and he wrote a letter 


sold. 








Insurance Co. 


HERBERT M. WOOLLEN 


PRESIDENT 





| 
| 
| 


to this fellow, whom he happened to 
know, and said something like this: 


How Agent Met Problem 


“*You have presented a situation that 
you feel cannot be bettered by life 
insurance, because you have an income 
of $205,000 for two people, and I 
to tell you that you are taking the 
wrong road, your reasoning is _falla- 
cious and you are going to admit it. 
I want to ask you a question. If you 
have that idea and it is controlling and 
real, why is it that J. P. Morgan, senior 
and junior, Dan Lamont, and half a 
dozen other multi-millionaires carry all 
the life insurance they can get, and 
their incomes represent many multiples 
of yours, and they are men who are not 
engaged in the pursuit of the accumula- 
tion of money for the mere joy of t 
ing it clink. Now when you want to 
make an investment, you go to the 
house of Morgan to buy bonds, and you 
ask what he has, and he explains and 
you purchase on his judgment, and it 
you say to him“I want every one of 
these bonds that you have.” it is merel 
a question of making out a bill and 


want 


1¢ 


‘siving him a check, and you can have 


them. You take his judgment in the 
purchase of assets, but you will not fol- 
low his judgment with respect to what 
he thinks ‘of life insurance. So I want 


AMERICAN 
CENTRAL 


LIFE 


INDIANAPOLIS, IND. 


Established 1899 


THE NATIONAL UNDERWRITER 


no circumstances would any of them 
part with what they have of it. If you 
think I am right, send me vour date of 
birth. And the man was written for 
the maximum of the company in the 
transaction. Really, it is worth while 
Keeping Policy in Force 


“There is a bigger thing thz 





man for a policy. It is the thing of 
keeping that policy in force—the con- 
servation end of our business. I can 


take you to several communities in thx 
United States where we 
of activity in conservation into an 
and have found that we have 
enewed 97 percent of the business that 
was feebly standing there read 
knocked down if we did not give atten- 
tion to it. No policy ever lapses, 
whether the hoider Was over-insured, 


have put doses 
agency 


vy to be 


rroperly insured, went broke, or 
ough twisting, without the man 
elin that the agent had done some- 
hing to him, and the agent may noi 
even be living. But too frequently 
s wriiten for one year without 
ody but ti gent realizing it 
because it is strained insurance. writter 
n a shoestring, and it won’t hold 
ether.” 








you to go to any one of these men and | 
ask him to sell his life insurance. Under | 


October 26, 1922 


Twelve Leading 
Life Insurance Men 


NE of the well informed Chicago 

general agents in commenting on 
the list of names that have been pre- 
sented as being the 12 leading life in- 
following, six 
heing trom the eld and six from the 
} id office Edward A. Woods, E quit- 
ible Life of New Pittsburgh; 
John 1. D. Bristol, Northwestern Mu- 
tual Life at New Work; Darby A. Day, 
Mutual Life at Chicago; Henry B 
Rosen, New York Life in New York 
City: C. E. Albright, Northwestern Mu- 
tual Life of Milwaukee; Harold Peirce, 
New York Life, Philadelphia; Haley 
Fiske, president, Metropolitan Life; E 
E. Rhoces, vice-president, Mutual Bene- 
t: D. F. Appel, vice-president New 
England Mutual: Winslow Russell, vice- 
president, Phoenix Mutual; Arthur 
Hunter, actuary, New York Life; and 
Thomas W. Blackburn, general counsel 
\merican Life Convention 


surance men suggests the 


York in 





k A 
\nother list, representing the selec- 
tion of a Chicago general agent as the 
twelve leading life insurance men of 
he country, is as follows: Haley Fiske 
president, Metropolitan Life: Darwin 


i’. Kingsley, president, New York Life: 
Dexter, vice-president, Mu- 
York: ke \ Woods, 
‘ ; York in Pitts- 
burch; J. I. D. Bristol, Northwestern 
York: C. E. Albright, 
Mutual in Milwaukee; 
Thomas A kner, vice-president New 
York Life; Frank H. Davis, vice-presi- 

1 

i 


cOorTge | 


tual Lif of New 
“ : - 


al at New 
iwestern 





t Equitab! & of New York: L. 
rf, Mutual Benefit in New York; Or- 
Thorp, Kansas City Life in Dallas; 
inklin W. Gause, Columbian Na- 
l Boston; Courtenay Barber. 
York in Chi- 





New 


Equitable Life of 


cago 


FINDS PLENTY OF BUSINESS 


But Agent Who Gets It Must Show 
Some “Pep,” Says Nathaniel Reese 
of Provident Life & Trust 


DETROIT, MICH., Oct. 24.—“Busi- 
ness is here in the insurance field— 
plenty of it, but it must be gone after 
with the same old degree of pep and 
efficiency if it is to be gathered in,” 
says Nathaniel Reese, general agent of 
the Provident Life & Trust Co. 

“Life insurance is an investment, as 
well as a protection, and as there is 
plenty of money in circulation and also 
in the pockets of the prosperous, now 
is the time to convince the man who 
has a surplus that the proper place to 
put it is in life insurance, which will 
take care of him while he is alive and 
provide for his beneficiaries after he is 
dead, and also protect his business. 
3usiness life insurance should be a 
good seller right now, and that is the 
Iine we are working along, in connec- 
tion with our regular work. 

“Men with money are in a receptive 
mood. They ate looking for a place to 
put that money. Notice how stocks 
are selling and notice how government 
bonds paying only 4% per cent are 
grabbed up by the millions. This shows 
that the investment field was never so 
fertile as it is just now. Why not sell 
the moneyed man life insurance as an 
investment, if he has all that he thinks 
he needs as protection? 

“We are writing “éme big policies 
and do not find that the last quarter of 
the vear is slowing up any. Keeping 
eternally at it means business. and that 
applies to all business—the life insur- 
ance field as well.” 


E. B. Bynum TII has recently made 
his annearance in Dallas His erand- 
father, E. B. Bynum. Sr., is reneral arent 
for the Pan-American Tife at Dallas, 





and his father. E. B. Bynum. Jr., is con- 
nected with the same agency. 



































Witness 


October 26, 1922 
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NEWS OF LOCAL ASSOCIATIONS 











Salt Lake City, Utah.—Insurance Com- 
missioner Walker made a plea for an 
agent's qualification law in an address 
before the Utah association last week. 
Mr. Walker told of the trouble some 
agents are causing the department by 
their questionable practices and said 
that he “could shed tears” at the record 
f some of the agents in the state He 
spoke of the difficulty of cancelling a 
man's license and exposing him to the 
public, but said he will not hesitate to 
take drastic action hereafter if some of 

ose who have been under condemna- 

ym persist in following their present 

in of operation. Mr. Walker said an 
igents’ qualification law would do a 
great deal of good in the matter of keep- 
ng out the unfit. 

Some of the advocates of the measuré 
vere anxious that it be retroactive he 
said, but he thought this matter, along 
with others, could be decided by a com- 
mittee representing all of the branches 


f insurance. It is possible that the bill 
t be presented to the legislature may 
require that agents file a bond and have 


the endorsement of three reputable in- 
surance men, in addition to giving satis- 
factory answers to questions of a tech- 
nical nature and those concerning ihe 
moral standing of the applicant 

John H. Russell of the Metropolitan 
Life was appointed chairman of a com- 
mittee that will meet the fire, surety and 
general casualty men There are many 
who regard any effort to make the law 
retroactive as unwise and certain to kill 
the bill when it is presented to the 
legislature. 

* * * 

Davenport, Ia.—The weekly meeting 
of the Davenport association was de- 
voted to congratulations of Lee J. 
Dougherty, general manager of the 
Guaranty Life, recently elected presi- 
dent of the American Life Convention. 
He told of the convention sessions and 
Leon Zoeckler related experiences at the 
Toronto meeting of the National Associa- 
tion of Life Underwriters. 


~~ « 

Detroit, Mich—Dr. G B. Van Ars- 
dale, agency instructor of the Equitabl 
Life of New York, gave the members of 
the Detroit association some food for 
thought at their meeting last week. He 
jleveloped a new angle of selling life 
insurance; that is, not so new, but one 
which he claimed has been sadly over- 
looked 7 

He was introduced by Robert Ryan 
local manager of the Equitable, and said 
that the matter of settlement should be 
stressed rather than the kind of policy, 
the premium and those other items which 
have become so standardized that they 
mean little or nothing to the insured 
What the prospect really wants to know 
is how the money is going to be paid t 
him or his beneficiaries, he said. 

“All reputable companies have policies 
which are largely similar and if the 
salesman devoted the main portion of 
his canvass to the manner in which the 
settlement will be made, he will interest 
the prospect, who will begin to calculate 
how such payments will fit into his plans 
for the future. He has his choice of the 
iump sum payment, the annual payment 
or the monthly payment plan, and the 


man who carries life insurance is vitally 


interested in that phase of the question 
He wants to know how he will get the 
money, if he lives, ard he wants to know 
how his beneficiaries will be paid if he 
dies. That is a point which has been 
greatly overlooked as a strong talking 
point in life insurance.” 

Dr. Van Arsdale’s talk made a deep 
impression. 


President J. Fred Lawton then intro- | 


duced Frank Hays, formerly with the 
Phoenix Mutual Life, but who on Oct. 
15 became connected with the Merchants 
Life of Des Moines, in charge of Michi- 
gan business, who spoke on business 
insurance 

Conrad C. Cox and Lawrence Harris of 
the Detroit Life were in charge of the 
musical part of the program and ar- 
ranged an entertaining diversion 

x* * * 

Memphis, Tenn.—At the October meet- 

ing of the Memphis association, Homer 


L. Higgs. west Tennessee manager for | 


the Fidelity Mutual Life, was the prin- 
cipal speaker Mr. Higgs discussed the 
disability clause and gave some examples 
of field methods. He outlined some cases 
of his personal experience in overcoming 
objections and completing difficult sales. 
At this meeting it was announced that 
A. O. Eliason, president of the National 


“Miracle” of Life Insurance 


Association, will be present at the Tri- 
State Sales Congress to be held in Mem- | | 
phis during January President Dorion | | 
of Fleming of the Memphis Association 
=, ag ney Bh eagpenen _t ; handle ] I a recent laudatory article written by the editor of a 
~~ gga anenara ial a ae ee magazine for salesmen, “How to Sell—and What,” The 
— Columbus Mutual Life Insurance company of Columbus, 
Ohio, was declared to be the “Miracle” of Life Insurance 
because of its success in reducing cost of insurance and 
building up its surplus and because of what it has done for 
agents—enlarging their opportunities and increasing their 








ee 

Philadelphia, Pa.—Th¢« Philadelphia 
association, which is already engaged in 
the humanitarian campaign of “selling” 
the boy scout idea to the churches, will 


branch out still further along lines of rewards. Other companies in time, the editor predicted, 
yhilanthropy, general welfare and life will be obliged to adopt the methods inaugurated by 
extension work under the administration President C. W. Brandon. “The accomplishments of Mr. 


of Joseph C. Staples of the Pacific Mutual 
Life, president of the association Mr. 
Staples believes that such service fits in 


Brandon are the marvel of insurance men,” he wrote. 
“They never thought it could be done. Now they are lay- 
ing their tributes at Mr. Brandon's feet.” 


naturally with the theory and practice : : - 
of life insurance. He contends, further- So great has been the demand for this magazine article 
more, that the general public would be that it has been republished in pamphlet form. The first 
more receptive to the underwriters if | |] edition of the pamphlet was quickly exhausted and a 
they showed more of a spirit of altruism second issue has been published. A copy will be sent 
Sees ages See Sree we ie free to any one writing his name and address in the margin 
President Judge Charles lL. Brown of the of this notice and forwarding to the Home Office, at Co- 
municipal court of Philadelphia for a | l . 
umbus, Ohio. 


committee of the association to inspect 
the activities of this court either this 


The Columbus Mutual system eliminates all “middle- 
week or next. The committee consists men,” general agents, supervisors, managers, etc. Great 
of Arthur D. Murphy, Home Life, chair savings thus effected mean increased policy dividends and 
man; Thomas L. Fansler, Northwestern larger rewards for agents. The Company’s agency con- 
Mutual; Clayton M. Hunsicker, Fidelity tract includes such striking innovations as Vested 
Mutual, and Frank D. Buser, Fidelity Renewals and Unrestricted Territory. 

Mutual, all former —, of the Any life agent thinking of a change in connections 
— oe eS. a | will find it to his permanent profit to get in touch with 
the Columbus Mutual at Columbus, Ohio. 


x * * 


Sioux City, Ia.—The October meeting 
of the Sioux City association was auis | 














Oct. 14 A. D. Freyer of the Equitable 
Life of New York had charge of the | 
meeting, the subject being “How this | — ———— —=_—— = == 
association can be helpful to its mem- | eects 
bers.” 
} 


Mr. Freyer’s talk contained very con- 
ee ee oe eee Oe | HE MIDLAND MUTUAL LIFE INSURANCE 
ce nies of cae Wax oak cone Ai Company of Columbus, Ohio, an-established, con- 
In keeping with the last named sugges- | servative, high-grade and progressive Middle 
tion he offered a prize to the ove makire || Western Company, has been admitted to Pennsylvania 


aa es SO ca aes Ser eee ee will thoroughly organize it at once. 
T. B. Hutton, H. E. Brake and R. M. General Agencies will be established at places were 
Nrewcntations “were. mude by E. w.|| territories can be arranged. 

ig ag eer lee ye seg ~nolhowman ere» Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 


T. M. Murdock of the Conservative Life, 
nois; Ira Miller, Bankers Life of Lincoln; 
oO Address Home Office. 


Sam P. Simonson, Central Life of IDli- 
J. J. Crowley, Massachusetts Mutual; 
Perkin, Equitable of lowa; Fred S. Wil- 























liams, National Fidelity, and George 

Williams, Northwestern Mutual. Fred §. DOF NARUTO BED HERO LR A ORE ; mane when Maint PACEETEAND CNY 
Williams of the National Fidelity won | f % 
the prize. | Fo % 
i az q % 
Topeka, Kan.—Mrs. Edna Crow, gen- | FE & 
eral agent for the National Life of Ver- z : 
mont, has been elected secretary of the | [4 . , Lif R 4 Ly 
Topeka association Mrs. Crow is one! America s Greatest 1 e elnsurance ¢ 
of the best known women life agents in| 5 
Kansas and has built up a large clientele | WN ie Fs 
in the Topeka territory. She succeeds | é ompany » 
Frank Harshbarger as secretary of the § g 
association Mr. Harshbarger resigned "y 3 
the position because of other activities P z 
which required his entire time. NY ‘J 
oy y 
es @ € ® 
Cleveland, 0.—Darby A. Day, manager 3 q 
of the Chicago agency of the Mutual Ps 4 > 4 
Life of New York, and recently re- . vs Me i 
elected president of the Chicago associa- ¢ SE RV R 
tion, will address Cleveland Life Under- | x — é 

writers Nov. 2 in the Winton Ball Room. | 
Special preparations are being made to | , ; 
secure a record-breaking attendance. J ’ 


Invitations have been sent to about 90 
insurance men throughout northern Ohio 
who are not yet affiliated with the local 
association 











Moines 











Indiana National Life Insurance Company 
INDIANAPOLIS, INDIANA 


Splendid territory open in Indiana, Michigan and Illinois, for District and 
General Agents, who are capable of handling men. 


Best Commissions and Renewals. Renewals onced earned will be paid 
you or your estate. If interested in building for yourself, write 


C. D. RENICK, President ERNEST E. WEBSTER, General Agency Manager 
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Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 








Mutual, with unexcelled dividend factors. 
Mortality 1921, 44%. 

Interest earned upon mean invested assets 6.03%. 
Assets of $109 to each $100 of liabilities. 


Business in force 1917, $54,193,000 
Business in force 1921, $139,868,000 


Excellent direct general agency contracts available for 
Central and Southern Ohio, Utah, Oregon and 


Northern California 




















Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 








“Financial Status Unsurpassed” 


says The Insurance Almanac in its review of the progress and activities 
of Tue GuARDIAN LIFE. 


The same thing could be said for the service which this Company 
renders to its field force and policyholders. THe GuarpIAn’s broad, pro- 
gressive program of Agency Co-operation and Service to Policyholders 
is unsurpassed by any other company, and equalled by few. 


If you want to know the whole story of what this Company is 
doing for its field force, address: 


T. Louis Hansen, Vice-President, or Georce L. Hunt, Superintendent of 


The Guardian 


Life Insurance Company 
OF AMERICA 


Established 1860 under the Laws of the State of New York 
Home Office: 50 Union Square, New York 














$3.50 and $2.00 respectively. 





"NEWS ABOUT LIFE POLICIES | 


New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
| Policy Literature, Rate Books, etc. Supplementing the “Unique Manual-Digest”’ 
and “Little Gem,” Published Annually in May and April respectively. PRICE, 


| 
| 
| 





NEW YORK LIFE 1923 SCALE 


Dividend Schedule for Next Year on 
Three Policy Forms Shown by 15 
Year Totals 


The New York Life has published its 
1923 dividend scale for annual dividend 
policies issued since 1906 in the form of 
tables for ordinary life, 20-pay life and 
20-year endowment showing the total 
cash dividends in 15 years at the 1922 
rate. It is pointed out that the figures 
are not to be used as an estimate for 


future results, but indicate the results | 


that would be obained should the 19223 
scale continue unchanged for the 15- 
year period. — The table also shows total! 
paid-up additions purchased by cash 
dividends and the period elapsing be- 
fore policy may be made paid-up or 
mature as an endowment if dividends 
are left with the company at interest 
The new scale shows a decided im- 
provement over the present scale. The 
figures for the $1,000 policy are as fol- 
lows: 
Ordinary Life 
Period before 
policy is paid- 
up or matured 
if dividends 
left at inter- 








— sila - est . 

@ oases ‘a o 

he Sie Bm wie n n 
S$ S$ &8s 325- ¢ 5 
D = Sb, cs s+ hd ae) 
n 2na ame eee ~ o >, 
= gcse 20% s2*#e 2 & 
@ 08 se SSo~— 5 2e 
0 S22 25 Saecb = 33 
we $2. Ge Ssuses = 3s 
“ Ss OSs Baeotm & Aa 
15 $78.51 $96.25 $205.00 27 41 
16 79.65 97.73 205.00 27 41 
17 80.99 99.46 206.00 27 40 
18 82.17 101.00 207.00 27 40 
19 83.39 102.55 208.00 27 39 
20 84.79 104.41 209.00 26 39 
21 86.18 106.20 210.00 38 
22 87.91 108.45 212.00 38 
23 89.52 110.53 213.00 37 
24 91.12 112.59 214.00 37 
25 92.92 114.96 215.00 36 
26 93.59 116.14 215.00 36 
27 94.45 117.54 215.00 35 
28 95.61 119.36 215.00 35 
29 96.53 120.84 214.00 34 
30 97.89 122.85 213.00 34 
31 99.01 124. 213.00 33 
32 100.31 126.6 213.00 33 
33 102.07 129 213.00 2 32 
34 103.59 131.5 213.00 7 32 
35 105.44 134 213.00 23 31 
36 107.65 137.27 214.00 q 31 
37. «110.20 140.7 216.00 23 30 
38 113.09 144.65 218.00 y 30 
39 115.86 148.44 221.00 23 29 
40 118.97 152.65 224.00 : 29 
41 122.11 156.94 226.00 22 28 
42 125.55 161.59 228.00 21 28 
43 129.19 166.51 230.00 21 27 
44 132.84 171.46 233.00 21 27 
45 136.84 176.87 236.00 21 26 
46 141.11 182.67 240.00 20 26 
47 145.72 188.88 244.00 20 25 
48 150.35 195.14 249.00 »0 25 
49 155.46 202.04 254.00 19 24 
50 160.84 209.30 259.00 19 24 
51 166.39 216.68 265.00 19 23 
562 172.46 224.96 271.00 19 23 
53 178.80 233.53 276.00 18 22 
54 185.09 242.19 282.00 18 22 
55 192.55 252.10 288.00 18 21 

20-Payment Life 

15 $107.59 $133.97 $285.00 15 33 
16 108.83 135.58 285.00 15 33 
17 110.40 137.62 285.00 15 32 











en en 















18 111.71 139.30 285.00 15 32 
19 113.16 141.19 286.00 15 31 
20 114.73 143.21 286.00 15 31 
21 116.25 145.18 286.00 15 30 
22 118.03 147.48 286.00 15 30 
23 119.72 149.69 286.00 15 29 
24 121.25 151.65 286.00 15 29 
25 123.25 154.25 286.00 15 28 
26 124.11 155.66 285.00 15 28 
27 125.13 157.29 284.00 15 27 
28 126.03 158.75 283.00 15 27 
29 127.12 160.4; 281.00 15 27 
30 128.37 2 279.00 15 26 
3 129.47 278.00 15 26 
32 131.07 277.00 15 25 
33 132.49 276.00 15 25 
34 134.09 275.00 15 24 
35 135.57 274.00 15 24 
36 137.86 274.00 15 23 
37 140.16 274.00 15 23 
38 142.65 274.00 15 22 
39 145.14 275.00 15 22 
40 147.92 276.00 15 21 
41 150.87 277.00 15 21 
42 153.68 278.00 15 21 
43 156.94 279.00 15 20 
44 160.18 281.00 15 20 
45 163.72 283.00 15 20 
46 167.28 285.00 15 19 
47 171.25 287.00 15 19 
48 175.22 290.00 15 19 
49 178.96 293.00 15 19 
50 184.01 296.00 15 19 
51 189.18 300.00 15 18 
52 194.76 304.00 15 18 
53 200.68 308.00 15 18 
54 206.53 269.27 313.00 14 18 
55 213.13 278.01 318.00 14 17 
Endowment 20 Years 
15 $146.09 $183.54 $205.00 16 17 
16 147.23 185.06 206.00 16 17 
17 148.36 186.59 16 17 
18 149.36 187.95 16 17 
19 150.76 189.80 15 17 
20 151.88 191.28 15 17 
21 153.15 192.99 15 17 
22 154.13 194.31 15 17 
23 155.54 196.19 15 17 
24 157.09 198.26 15 17 
25 158.37 199.98 15 17 
26 159.42 201.54 15 17 
27 160.34 202.93 15 17 
2 161.56 204.74 15 17 
29 162.61 206.30 15 17 
30 163.80 208.07 15 17 
31 164.89 209.72 13 17 
32 166.24 211.67 15 17 
33° «167.63 213.73 15 17 
34 168.99 215.72 15 17 
35 170.35 217.68 15 17 
36 172.02 220.08 15 17 
37 173.54 222.30 15 17 
3 175.35 224.89 15 17 
39 «177.18 227.51 15 17 
40 179.16 230.36 15 17 
41 180.88 232.80 15 17 
42 183.00 235.84 15 17 
43 185.29 239.08 15 17 
44 187.09 241.84 15 17 
45 189.89 245.63 15 16 
46 193.27 250.14 15 16 
47 196.52 254.48 15 16 
, 15 16 
15 16 
15 16 
15 16 
15 16 
53 4 j 306.00 14 16 
54 225.15 293.05 312.00 14 16 
55 230.51 300.24 318.00 14 16 


California State Life 


The California State Life has issued 
a rate book for children’s policies. These 
policies provide for waiver of premiums 
in the event the endower dies before 
maturity or becomes disabled before age 
60. They also provide for a decreasing 
premium, They further guarantee to pay 
to the endower, in the event of the death 
of the child before maturity of the 
policy, a sum in proportion to the face 
amount of the contract as the number 
of years the policy has been in force is 
to the number of years in the endowment 
term. Thus on a 20-year policy death 
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in the fifth year would be $250 for each 
$1,000. These policies also provide for 
settlement option and conversion privi- 
leges. Illustration: tate per $1,000, 
endower age 35 and child 5, is $44.79, 
policy maturing in 20 years, 


Security Life 

The Security Life of Nebraska will 
maintain its present dividend schedule 
for 1923. This company has just issued 
monthly income policies on both 
annual and quinuennially basis. 
form of disability clause may be 
in connection with these policies. Double 
indemnity and dismemberment may be 
added, the rate for former being $2.60 
for each $10 per month income and both 
clauses combined, $3.48. The commuted 
value of $10 for 240 months is $1,738 
insurance. These monthly income policies 


issued 


may be made continuous or written on 
ordinary life or 20-payment life forms. 
Midland Life 


The Midland Life of Kansas City, Mo., 
has announced that in the future total 
disability and double indemnity benefits 
will not be written upon any female life 
irrespective of whether the applicant is 
married, single or divorced, or in what- 


ever classification she comes. 


Federal Reserve Life 
Federal Reserve Life of 
City, which is still issuing a graded 


death benefit policy, announces that the 
directors have declared a 20 percent divi- 


Kansas 


The 


the | 
Either | 


ISSUING DOUBLE INDEMNITY 


Canadian Life Companies Operating in 
the United States Announce a 
New Departure 


All of the Canadian companies that 
are now operating in the United States 
| —the Great West Life, Canada Life, 
| Sun Life, Manufacturers Life and North 
American Life—have issued a double 
indemnity clause. Heretofore this bene- 
fit could not be issued. The Canada 
Life announces this benefit, although 
rates are still in the hands of the print- 
ers. 

This company has also revised its dis- 
ability clause so that the first payment 
of the disability annuity will begin on 
the first day of the calendar month fol- 
lowing the receipt and approval of proof 
of total and permanent disability, or of 
total disability continuously for three 
consecutive months. 

The Sun Life of Canada has issued a 
double indemnity provision, rates for 
ordinary life and endowments $1.25 per 
$1,000 at all ages and somewhat higher 
rates for limited payment life policies. 
This benefit will be granted to appli- 
cants, ages 15 to 55, in amount not ex- 
ceeding $25,000. It will be granted to 
women up to $5,000. 


State Mutual 





dend on all policies, payable at the end | The State Mutual will put out a new 

of second year when the third premium | policy contract on Jan. 1 with some few 

is paid. changes from its present policy 
—_—_____— —————___________— : 7 





LIFE AGENCY CHANGES 








NATIONAL RESERVE CHANGES 


Home Office Announces a Number of 
New Appointments as Managers 
Throughout the Territory 


The National Reserve Life of Topeka, 
Kan., has made announcement 
eral agency changes in various parts 
of the country. George W. Hail and 
Robert G. Hail have been appointed man” 
agers for Kansas City, Mo. These two 
men have been in the banking business 
for a number of years and are well 
known in Missouri. Thomas H. Thorn- 
ton has been appointed manager for the 
Panhandle district Texas with head- 
quarteis at Amarillo, Mr. Thornton 
having formerly been general agent for 
the Southern Union Life of Waco, Tex. 
Will H. Ford, who has been superin- 
tendent for the Prudential for a number 


ot sev- 


ot 


of years, has been appointed manager 
for the northern half of Oklahoma, 
with headquarters at Tulsa A. 


Bayer has been appointed manager for 
a part of Minnesota with headquarters 
at Minneapolis, and has associated with 


him A. W. Skene, F. T. Lally and Rob- 
ert Hanson Paul W. Amderson ha 
been appointed manager for part of 
Minnesota with headquarters at Owa- 
tonnna, Minn. J. H. Hill becomes man- 


ager with headquarters at Washington 
la.. R. L. Smith manager at Jonesboro, 
Ark., and A. W. Jones is manager at 
Waxahachie, Tex. 


Rev. H. M. Olsen 


Rev. Holden M. Olsen, pastor of Our 
Lutheran Church of Madison, 
bade farewell to his congregation 
last sermon. Rev. 
the ministry, he an 
nounced. He has signed a contract to 
district manager for the Central 
Des Moines, Iowa. His head- 
will be at Aurora, III. 


Savior's 
Wis., 
is he 
Olsen 


his 


preached 
will leave 


act as 
Life of 
wart 

quarters 


A. J. Buzard and W. H. Padden 
A. J. Buzard of Medina, Wash., has 


been appointed northwest superinten- 
dent of agencies for the First National 
Life ot Pierre, S. D. The con pany has 
recently established an office at Minne- 
with W. H. Padden as district 


igent in charge. 


1 
apols 


GOES TO LINCOLN NATIONAL 


J. P. Fordyce Resigns as Agency Man- 
ager of the Western Union to 
Do Field Work 


J. P. Fordyce of Spokane, Wash., 
agency manager of the New World Life 
of that city, has resigned and will go 
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with the Lincoln National Life as state 
manager for Washington. Mr. lordyce 
has been associated with the New | 


for nearly nine years. For 
has been head of the agency 
department. Mr. Fordyce for some time 
has desired to return to field work in 
Washington state. President J. J. Cadi- 
gan of the New World Liie that 
on account of the location of its home 
office and the assignment of territory 
already made in its home state, it was 
not possible for the company to offer 
Mr. Fordyce the desired opportunity in 
Washington 


World Life 


s'x years he 


Says 





Thomas B. Martin 


Thomas B. Martin has been appoi1 


al agent for the 


gener 


Chattanooga, Tenn., to cover San An- 
tonio, Tex., and adjacent counties. Mr 
Martin was formerly with the Aetna 
and the Lincoln National Life 


Lincoln National Appointments 
Walter T. 


and agency manager 
National Life, 
coast agencies The company has 
tered Oregon and Washington. It 
been operating in California for 
time Oliver E. Yale general 
agent in Oregon with 
Portland He has been 
thern Life as an agent. 
Thomas Egan has 


manager of the Lincoln National for 


Shepherd, vice-president 
Lincoln 


to Pacific 


, 
lor the 


is on a visit 
j en- 
has 
some 
becomes 
headquarters at 


with the Nor- 


been appointe? 


Colorado. He has been with the Den- 
ver agencv of the Kansas City Life 
C. A. Cohen 
Cc A. Cohen has been appointed 
agency manager at Seattle, Wash., for 
the Bankers Life of Des Moines, Ia., to 
‘succeed E. A. Griffith, resigned Mr 


Volunteer Life of | 





1867 EQUITABLE LIFE 192? 


Insurance Company 


OF IOWA 


Results of 1921 
Insurance in force $286,934,616.49 
Admitted Assets.................... . $ 39,234,839.04 
Ratio of Actual to Expected Mortality. ........ 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 








KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 








More Than 1’A Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 


Jan. 1, 1911 Jan. 1, 1916 Jan, 1, 1922 
$ 5,614,764 $10,279,663 $ 28,295,931 
371,106 613,615 1,294,394 
49,245,028 89,596,833 265,197,626 





Assets 
Policies in Force 
Insurance in Force 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 








Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 








Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Children on variety of Life 
and Endowment plans, thus enabling parents to buy all of the Family’s insurance 
on the Ordinary, i. e. Annual, Semi-annual or quarterly premium plan. 
Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males and 
Females alike. 

Standard and Substandard Risk Contracts, i. ¢. less work for nothing. 


“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 
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New Disability Clause 


Two years ago this Company devised a Disability provision which was far in advance 
of any that had been previously contained in a life insurance policy. We now announce 
a new Disability provision. Its features are: 

Immediate beginning of a lifelong monthly income. 

When total and permanent disability has lasted five years, the monthly payment will 
thereafter be increased 50%. 

When total and permanent disability has lasted ten years, the original monthly pay- 
ment will be increased 100%. 

Total disability that has lasted three months will be assumed to be permanent. 

Waiver of premium, of course, together with full annual dividends and a full annual 
increase in cash surrender value. 

As age increases, and the family income dwindles through diminishing resources, the 
disability income increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New Yor 


34 Nassau Street, New York 

















Incorporated in 1862 in the Commonwealth of Massachusetts 








Named JOHN HANCOCK in honor of the first Governor of Massachusetts, and first sign 
of the Declaration of Independence. 
In 60 years it has grown to be the largest fiduciary institution in New England. 
Policies made secure by reserves maintained on the highest standard with an adequate Con- 
protection against all emergencies. Total Assets, $239,693,000; Policy- 
600; Contingent Fund, $13,332,000. 


tingent Pund provid on aga’ 
holders’ Reserves and all Other Liabilities, $226,361, 


Policy contracts include all equities and options. 


Business done through agents. Information 
‘and advice on any matter relating to life in- 
surance are available at any time through the 
Agencies or Home Office of this Company. 





INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 
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The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT <“c MONTHLY INCOME INSURANCE. 


LATEST POLICIES AND AGENCY CONTRACT Bait a7 le 
Openings OHIO, IND., KY, MICH. and W. VA. Write Cokambus ) 








17,651 CLAIMS PAID IN 1921 


Most of the 17,651 claimants to whom we paid indemnity of $1,107,- 
718.38 for loss of time from injuries or illness are still adding regularly to 
their life insurance. These drafts are delivered by our own salesman ready 
to avail himself of a cordial introduction to the claimant's friends, or to 
provide the claimant himself with the additional life protection he intends 
to take sometime. 


We can use more good men to help deliver the 20,000 claim drafts we 
will issue during 1922. If you want to make MORE MONEY a letter with 
satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President KANSAS CITY, MISSOURI 











To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making a and Ts a competence for 
e 


For Contracts and Territory, Address 


H. M. HARGROVE - 


Beaumont, Texas 


President 

















| CONSERVATION WORK URGED | 


Cohen comes from the A. F. Smith 
agency in San Francisco, where he has 
established a record as an agency or- 
ganizer and producer. 


L. E. Garver 


Lauren E. Garver, who was formerly 
connected with the National Life of 
Vermont at Bloomington, IIl., is now 
associated with Manager S. C. Wood- 
ward’s office of the company in Chicago. 
Mr. Garver is specializing on brokerage 
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business among the general insurance 
brokers in the Insurance Exchange. 





Shenandoah Life Appointments 


M. H. Cox has been appointed gen- 
eral agent for the Shenandoah Life in 
Asheville, N. C. / P. Saul has been 
appointed general agent in Salem, Va., 
and the company has appointed the Cit- 
izens Real Estate Company in Char- 
lotte, N. C., as general agent in that 
city. 








EE 





WITH INDUSTRIAL MEN 











President Duffield of Prudential Tells | 
of Danger of Industrial Policy | 
Lapses—Sees Good Year End 


The value of conservation work in the | 
industrial field was expressed by Presi- 
dent Edward D. Duffield of the Pru- 
dential, speaking before the field con- 
ference at the home office. Mr. Duf- 
field said that collections have greatly 
improved during the year and the com- 
pany expects to close the year with 100 
percent collections, but that every ef- 
fort will have to be made in order to 
accomplish this. He held that the in- 
dustrial lapse question is the most im- 
portant now before the company. He 
said in part: 

Production this year in both branches 
is well ahead of our record of last year 
at this time. If we have a reasonable 
production during the balance of the 
year—and by reasonable I do not mean 
low and I do not mean excessively high, 
I mean what we ought to do—in other 
words, if everybody will work con- 
sistently, honestly and faithfully during 
these last months of the year, we shall 
keep this record above the record of last 
year and close with an increased pro- 
duction in both branches of the busi- 
ness. 

Collections are at the present time 100 
percent. We are exceedingly anxious in 
the home office to finish this year with 
100 percent collections, because we know 
and you know that the primary difficulty 
of the industrial lapse question is let- 
ting these collections get away from us. 
So we feel that by keeping the collec- 
tions up to 100 percent we are going to 
keep the lapse-rate within reasonable 
bounds, and I want to ask you, as rep- 


can keep protection where it is placed 
we owe it as a matter of obligation and 
duty, and, of course, where we cannot 
do it directly, we are bound to use every 
effort to do it indirectly. 


Prudential News 


Agent Marvin R. Barnds of the Pruden- 
tial at Sedalia, Mo., is a steady and con- 
stant producer of ordinary. Judging 
from his present progress there is every 
indication that he will surpass the com- 
mendable record of last year. 

Agent Herman B. Moore of Des Moines 
Ia., has shown fine progress in the pro- 
@uction of business and all details of 
his agency work have been given very 
careful and efficient attention. This has 
been recognized by his promotion to the 
position of assistant superintendent in 
the same district. 

Agent Maurice F. Rigney of Kansas 
City No. 2, Mo., shows the same ageres- 
sive methods in the writing of ordinary 
business and can be depenced upon to 
have a large production of business 
regularly. 

Assistants L. E. Russell and W. J 
Vouwie of the Detroit, Mich. No. 3 and 
No. 1 districts, respectively, are doing 
excellent work in ordinary this year 
holding prominent positions among the 
50 leaders in amount of net new 
business. 

Agents W. H. McConnell, Detroit No. 
3, and H. C. Jensen, Minneapolis, led 
division 9% territory in ordinary up to 
the middle of September. 

Agent Marion D. Malone was appointed 
agent of the Prudential in the Atlanta 
Ga., district, Dec. 19, 1921, and despite 
the fact that he had no previous insur- 
ance experience, he has shown that per- 
sistent and systematic effort will do. 

Not only has he built up a splendid 
record from a production standpoint in 
both industrial and ordinary, but he is 
quite evidently a firm believer in a sound 
condition of debit. His agency is carry- 
ing practically no arrears and more 





resentatives of the field, to take this up 
earnestly during the last months, to see 
to it that at least 100 percent collections | 
are made in your respective districts. 
You know, from the talks that I have 
had with you in the past, how near to 
my heart is the question of conservation, 
and, gentlemen, I think we should never 
lose sight of the fact that the obligation 
that is at once created when some one 
takes out a policy of insurance with the 
Prudential, the obligation to preserve 
that protection, is greater, it seems to 
me, than it is to go out and furnish 
protection to some one else who has not 
been a member of our family heretofore. 
It is not that I belittle production, not 
that I am not as keenly interested as 
you are in efficient and large production, 
but I do feel that there rests on us an 
obligation in this business; that obliga- 
tion is imposed the moment a person 
pays a first premium to this company 
and if by any effort of yours or mine we 





to female risks between the ages of 15 and 60. 


ST. LOUIS, MISSOURI 
EDMUND P. MELSON, President 








Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 


The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


J. DE WITT MILLS, Secretary 


than 200 percent advance payments 
Agent Edward Gardner of Baltimore 1 
has been with the company since Oct. 25 
1887, and it is interesting to note that 
his entire service has been in Baltimore 


Tennessee National Promotions 


W. L. Knight has been appointed 
assistant manager of the National Life 
& Accident of Tennessee in the Memphis 
district. Mr. Knight has been one of the 
leading producers in that staff, having 
been one of the leaders in ordinary busi- 
ness as well as industrial business. He 
will have caarge of a detached staff in 
Helena, Ark. 

W. A. Carson, Jr., of Lexington, has 
been appointed assistant manager in his 
district. R. S. Landrum of Toledo, O., 
has been elevated to assistant manager 
in Toledo. 


Honor Omaha Superintendent 


Associates and friends of E. F. Litz, 
superintendent of the Omaha branch 
office of the Prudential, greeted Mr. 
Litz last Saturday night at a dinner in 
his honor, celebrating the termination 
of 25 years’ service with the company. 
Home office representatives were present 
and joined in the congratulations due 
Mr. Litz for the success that he is attain- 
ing in the Omaha field. 


Life Notes 


The engagement of William Duncan 
Van Dyke, Jr.. of Milwaukee, to Miss 
Helen Buttrick of Concord, Mass., has 
been announced. Mr. Van Dyke is the 
son of William D. Van Dyke, president of 
the Northwestern Mutual Life. 

George E. Thompson, general agent 
for the Northern Life of Seattle at Bell- 
ingham, Wash., died at his home last 


week after a prolonged illness of several 











months 











O 
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HOME LIFE INCREASES SCALE 





FEW DIVIDEND CHANGE | 
— | 

| 

| 


Indicate That 
Companies Will Follow This 


Year’s Schedule in 1923 


Most Announcements 


The Home Life of New York has 
adopted a divicgend schedule for the first 
three months of next year on a scale 
considerably higher than that now in 
use. In fact, the dividends on the new 
scale would be even greater than those 
according to the 1918 scale for the 
younger ages and early policy years 
The 1918 schedule was a standard basis 
prior to the influenza epidemic and rep- 
resents the company’s most liberal 
schedule. 

Final action on the apportionment for 
the entire year on the basis of the new 
scale will be taken in January if the 
actual earnings of the current year prove 
as favorable as present conditions indi- 
cate. 

The following. are specimens oi the 
dividends according to the 1923 tenta- 
tive schedule: 

-——Ord. Life 





vy 20 Pay. Life— 





Policy Age Age Age Age Age Age 
Year 25 35 5 25 35 45 
ee catia sat $3.48 $3.86 $5.02 $3.88 $4 
Daecned 3.98 4.60 6.37 4.92 5 
ree 4.69 5.64 8.12 6.42 
7-20 Year End.— -—10 Year Term— 
Policy Age Age Age Age Age Age 
Year 25 35 45 25 35 45 
er $4.60 $4.80 $5.56 $2.91 $3.07 $3.71 
5. 6.60 6.81 7.63 2.92 3.10 3.89 
10 9.55 9.75 10.54 2.91 3.08 3.80 
Few Changes Announced 


Announcement of other company 
plans regarding the 1923 dividend scak 
are now coming from many sources and 
indicate that there will be few changes 
in these schedules for the coming year 

No material change will be made in 
the 1923 dividend schedule for the 
Aetna Life. 

No change is anticipated in the 1923 


dividend schedule of the Security Life 
& Trust of Greensboro. 
The Wisconsin Life expects to con- 
tinue its present schedule in 1923 
The Oregon Life anticipates no 
change in its 1923 dividend schedule. 
New England Mutual Continues 
The New England Mutual Life will 


continue the present dividend schedul 
in 1923. This schedule has been in effect 
since Jan. 1, 1912. 

The National Guardian 
consin states that its 1923 dividend 
schedule will be on the same basis of 
1922. The company has just increased 
limit for individual retention from 
$8,000 to $10.000. A newerate book with 
changes in it will be issued after the 
first of the year. 

The John Hancock Mutual 
anticipating an increase in its 
for the coming year. 

The Presbyterian Ministers’ Fund 
vises that no changes in 1923 dividends 
ire in contemplation 

The Cedar Rapids Life will continue 
the same schedule of dividends in 1923 
that have been paid for the past several 
years. 


Life of Wis- 
its 


Life is 
schedul 


ad- 


No Change Before April 


The dividend schedule adopted by the 
Continental Life of Delaware, July 1, 
1922, will continue for the full year, that 
is, up to July 1, 1923. What change 
will be made after that date, if anv, will 
not be announced until after April 

There will be no change in the Berk- 
shire Life dividends next year. The 
same schedule has been in use since it 
was adopted in 1913. 

The Bankers Life of Nebraska 
Columbia Life of Nebraska will 
change their schedule in 1923 

The Jefferson Standard Life 
that the 1922 scale dividends 
maintained for another year. 

The Detro:t Life does not expect to 
change its dividend schedule for 1923. 


and 
not 


states 
will be 





The Mutual Life of Illinois expects 


OHIO SALESMEN 


CLEVELAND AGENCY’S RALLY 
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MEET 


Home Office Men Address Convention | 


of Massachusetts Mutual Agents in 
Northern Ohio 


CLEV\ ELAND, O., Oct. 24.—The an- 


nual mecting of the agents’ association 


of the Cleveland agency of the Massa- 
chusetts Mutual Life took place last 
week, with about 80 agents present 


William E., 


Meacham, president of the 


organization, delivered the greeting 
which was followed by an address by 
Elmer W. Snyder, general agent for 
northern Ohio, on “The Future.” B. A. 
Saniord presented “a program of in- 
surance,” which was discussed gener- 


ally, J. P. Macfarlane being the leader. 
“Insurance with Income” was the sub- 
ject of papers read by L. K. McGinnis 
and L. E. Wall. Olive Joy 
the discussion. lhe educational 
sion was concluded with a question- 
naire by Alexander T. Maclean, associ- 
ate actuary of the company 

At the business session which followed 
J. P. Macfarlane was chosen presi- 
dent for the coming year and F. M 
Cowgill, secretary. Both are Cleveland 
men Following the luncheon, for 
which an exceptionally novel menu was 


as 


Wright led | 


ses- 


prepared, William H. Sargeant, vice- | 
president of the company, spoke on the 
requirements that go to make a suc- 
cessful salesman. This was an espe- 
cially interesting talk and was given 
close attention by the agents. 

Associate Actuary A. T. Maclean 


outlined the new policy contract which 
is to be introduced the opening of the 
coming year, while Agency Inspector 
W. M. Benton, from the home 
discussed agency work. 

General Agent E. W. Snyder and 
Harry Wise, district agent at Lorain 
O., spoke briefly but interestingly on 
points that come up in the field work 
and problems that have been solved 
during the past vear. 


othce 


Seek Kansas Qualification Law 
The 


law fixing definite qualifications for in- 
surance agents and requiring the agents 
to take the examinations to show these 
qualilications before could be 
rhe activities of some twisters, 
particularly in the industrial insurance 
field have given added impetus to the 
demand for an agents qualification law 

Most of the companies have driven 
the twisters out business but they 
keep bobbing up every few days, work 
ing for a company only a short time 
and then moving to other field 
There has been a good deal of discus- 
sion insurance men regarding an 
agency qualification and the 
sas department has invited suggestions 


licenses 


issucd 


ol 


some 


among 


law 


Kansas insurance department is | 
considering asking the legislature for a | 


Kan- | 


from agents as to what the law should 
contain, how broad it ought to be and 
how restrictive 
Will Meet at Peoria 

Seventy-five agents in northern IIli- 
nois, representing the Northwestern Mu- | 
tual Life. will convene in Peoria, ITIL, 
Nov. 8 H. A. Clark of Princeton, IIL, 
general agent for the company, spent 
a dav in Milwaukee head office with 
W. P. Hutchison, district manager, ar- 


ranging for the session. 


its same dividend schedule 


to continue 
for 1923 


The Central Life of Des Moines con- | 


templates a substantial increase in its 


dividend schedule next year, but inas- 
much as the present scale runs until 
April 1, no decision has yet been 
reached 

No change will be made in 1923 divi- 
dend schedule of the Union Central Life. 


| 
| 











How Great Is Your Production? 


Whether it is large or small, it can be increased. 


Among your prospects are many who will be turned away— 
rejected as unfit—also many children who are too young. 


The Medical Life accepts impaired risks, adopting an extremely 
liberal attitude toward them. The Medical Life also writes 
Chi'd’s Endowment. This eliminates all waste in sales efforts 
for its men. 


Write us, ask us to explain how your production can be made 
a full one hundred per cent efficient—how you can cash in on 
the business you now lose. 


, shee 
The MEDICAL LIFE 


Insurance Company of America 


WATERLOO, IOWA 


I. G. LONDERGAN 
Secretary 


E. E. BROWN 


Agency Supervisor 




















The Acacia Mutual Life Association 


This Did Not Happen by Chance 
New Insurance Issued in 1921... .. 8 42,448,000.00 
Gain in Insurance in Force... 30,124,750.00 
Insurance in Force Dec. 31, 1921. 101,222,295.00 
Assets - : 4,613,494.57 
Increase in Assets 
Increase in Reserve ; 1,282,156.00 
Increase in Surplus , ; 225,575.00 

Unexcelled Life Insurance Protection—Lowest Net Cost 

Absolute Security Perfect Service — Square Dealing 

A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 


1,518,954.00 





oes 





ROYAL UNION MUTUAL LIFE 


Insurance Company 
DES MOINES, IOWA 


Incorporated 1886 


FRANK D. JACKSON, President SIDNEY A. FOSTER, Secretary and Vice President 








WA N T E D District Managers for 
Lima and Cincinnati, Ohio 
Write for further particulars. Here’s an opportunity for a good man 


to get in on the ground floor with a progressive 
young Ohio company 


ADDRESS B-60 


Care of the National Underwriter 















DALLAS, TEXAS 
= The Progressive Company of the South 


Pa 
11\\\S&) HARRY L. SEAY, President 











. . . 

Philadelphia Life Insurance Company 
Home Office Building: 111 NORTH BROAD ST., PHILADELPHIA, PA. 
President 
CLIFTON MALONEY 
Only high-type men and women can obtain contract to represent this company. 
For Salesmen and Saleswomen of such type we have an 
interesting contract to offer, backed by real co-operation. 


JACKSON MALONEY A. MOSELEY HOPKINS 
Vice-President Manager of Agencies 
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New England Mutual Life 
Insurance Company 


Boston, Massachusetts 





- $82,072,020 
48,641,846 
609,415,082 


New Insurance Paid-for, 1921. . 
Gain in Insurance-in-Force .. . 
Total Insurance-in-Force ... . 


New England Agents Write Persistent Business 

















Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 








| W. D. WYMAN, President 





Th s Company has always pursued those policies in the conduct of its business that have given it a high 
reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Has always extended reasonable assistance and encouragement to its representatives to develop and hold 
their business. 

Its policy contracts give to each individual insurer full protection, safe-guarding, at the same time, the in- 
terest of all policyholders. 


Winfield S. Weld, Supt. of Agencies. 











‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 








INDIANAPOLIS LIFE INSURANCE COMPANY 


OPERATING IN 
Indiana, Illinois, Michigan, Texas, Florida and Minnesota 
NOTED FOR 
Large Annual Dividends, Modern Policies, Clean Record 
FRANK P. MANLY, President 











National Underwriter Company, 1262 Insurance Exchange, Chicag 


"Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “‘Easy Lessons in Life Insurance."" a text and review book with quiz supplement $1.00 The 





LAPSE RATIO REMAINS 
HIGH THROUGHOUT YEAR 


Surprising Condition Is Being 
Found Generally by All 
Companies 


POLICY LOANS AFFECT IT 


Outcome of 1922 Will Probably Be 
Little Different From Last Year’s 
Experience 


Home office officials of large com- 
panies have been surprised that the 
lapse ratio has remained high through- 
out 1922. Last year and in 1920 a great 
deal of business went off the books via 
the lapse route. However, it was the 
general opinion that there would be a 
big improvement in the 1922 lapse fig- 


| ures. This prediction has not material- 


ized. Companies have found themselves 
faced with the necessity of putting 
forth every effort in order to keep busi- 


| ness in force. It has been no easy 


task. The restoration and revival de- 
partments of the companies have been 
busy all during the year endeavoring to 
keep business alive and to bring old 
policyholders back into the fold. 
Effect of Policy Loans 

Most company executives are not able 
to understand just why the lapse ratio 
has continued to be high. The vice- 
president of one of the companies sheds 
some light on the matter with this view: 
“Of course, we must take into consid- 


| eration the fact that in 1921 and the 


vear before a very large number of 
policyholders borrowed to the limit on 
their contracts. They exhausted their 
loan values. This year they have little 
or no equity in their policies. Last year 
when they wanted to drop out, we al- 
lowed them to use the loan value on 
their policies to pay their premiums. 
“We financed them, but were fully 
protected. We did not have to take 


any chances. We merely put the loan 


feature of our policies into operation. 
But it is a different story this year. 
We cannot lend any assistance to pol- 
icyholders who exhausted their loan 


; value last year. We are not able to} 


get behind our policyholders as we were 
last year and so the business is just 
falling by the wayside. This as much as 


|anything else accounts for the heavy 


lapse ratio this year. The policyholder 


has no meney, he has no loan surrender | 


value, and we, of course, cannot finance 
the payment of the premium for every 


‘ policyholder who seems to be hard up. | 








Incorporated 1844 


Has shown steady and consistent growth. 


its activities are unexcelled. 


B. H. WRIGHT, President. 





STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Is progressive in every detail which is for the benefit of its policyholders and their beneficiaries. 
A Home Office organization trained to render efficient service to policyholders and field force. 
An agency organization that is capable, and loyal, happy in the knowledge that the protection and service furnished by 


D. W. CARTER, Secretary. 
STEPHEN IRELAND, Superintendent of Agencies. 











We can do nothing but throw up our 
hands and let the business lapse.” 

Lhere is no doubt but that the official 
quoted in the foregoing has hit upon the 
real reason for the high lapse record of 
this year. Another company executive 
submits this comment, “During the last 
two years a great deal of term life in- 
surance has been written. Now we are 
losing it. It is going off the books in 
large amounts and this naturally tends 
to push up the entire 'oss records of 
all companies. Group insurance has 
fallen off noticeably. During the war 
and when labor was scarce and high 
priced, employers were coddling thei: 
workers and doing everything to keep 
them in a good humor. It was then 
that group insurance had its great 
vogue. Large and small employers of 
labor bought group insurance in order 
to placate their employes. Now that 
labor is cheap and plentiful, group in- 
surance is being cut out. Big employ- 
ers are trimming. Group insurance has 
to go along with the rest of the fold. 
I believe that these two things have 
operated to hold up the loss ratio 
through this year.” 


Conditions in Farm Belt 


The president of one of the companies 
operating in the agricultural sections of 
ot the central west, said when asked 
about the lapse record of this year, 
“There is no mystery about it. Go 
out into the great farming communi- 
ties of the middle west and you will 
marvel that any life insurance can be 
sold or kept in force. Conditions were 
never worse in Minnesota, Nebraska, 
lowa, and Kansas. The farmers are up 
against this and must economize in 
every way. Just when they got a good 
crop and seemed to be in a position to 
liquidate a bit the market prices 
cropped, and an embargo on freight 
cars was put into effect. Farmers found 
that they could not get anything like 
the former prices for their crops and 
even at the low figures quoted it was 
impossible to make deliveries because 
of the inability to get cars in which to 
ship. Any company operating exten- 
sively in the farming district must of 
necessity show a high lapse ratio and 
there will be no improvement through- 
out the year.” 

Even the business written last year 
is not persisting as well as company 
officials feel that it should. The aver- 
age life insurance prospect evidently is 
not in any too strong a financial posi- 
tion. The men in the field have been 
Pressing down on prospects, have been 
putting on all the business they could 
write, but much of it apparently should 
never have been written. The policv- 
holders have been oversold, or sold 
when they should not have taken any 
life insurance, or at least very little. 
Although the companies hope for a 
verv much improved ratio this year, the 
truth is they will finish 1922 with a 
record nearly as unfavorable as that of 
the year before. 


Lincoln Get-Together Meeting 


The insurance subdivision of the Lin- 
coln. Neb... Chamber of Commerce, will 
hold another get-together meeting of 
men representing all lines of indemnity, 
Manrice A. Hyde, chairman, announces. 
In May the successful amalgamation of 
all lines of insurance in the citv was 
accomplished, and a little later the life 
and casualty men joined with the fire 
insurance men in making fire nrevention 
week a decided success Mr. Hvde savs 
that several plans have heen suggested 
far the next gathering, which will be in 
December. but that announcement can- 
not be made for a few weeks Mr. 
Hvde savs that the experience of the 
lest six months has develoned a spirit 
1f cooperation that aueurs well for the 
future of the oreanization. especially 
insofar as develoning public relations 
and public activities are concerned 


Leonard C. Ashton will shortlv succeed 
W. R. Cooner as assistant treasurer of 
| the Provident Life & Trust of Philadel- 
phia. Mr. Cooner retiring to accent a like 
post with the Provident Trust Company 
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AGENTS IN CONVENTION 


UNITED FIDELITY MEN MEET The Close of the Day’s Work 


wa Shes ane hrenc-<tey Dang tama, HEN you begin to figure up yourearn- All this and more we constantly strive to 
Noteworthy Record in the Two 2 a ‘ ' ‘ 

ings and recall the several reasons for give our agents. This coupled with good 

|| failures during the past year, you then more policy contracts and liberal commissions, is 

DALLAS, TEX., Oct. 24—At the|, than any other time keenly realize the im- an incentive which should interest any am- 

Noles ade Lie it Goedel Ge | portance of a helpful constructive home _bitious agent who wishes to make the most 





Years of Its Existence 





United Fidelity Liie, it developed that | | 
the company has set a record in the || office service that trains you to overcome of his salesmanship efforts. 


natter of life insurance written during 
the two years of its existence, with a | 


: 

such failures. 
total of $8,500,000 of life insurance now | 
| 
| 


on its books. Officials of the company 
pointed out that most of this business 
was written during a period when de- 
pression was over the district. 


One of the vital elements which makes your 
day profitable js a harmonious working 


y' 25 s € present . ° a. - 
-_ lore a = eee wen oer ae. arrangement with home office officials and We would like to hear from several 
ported that business prospects are i . i iri sly given. ood men for important field positions 
bright and that the sales for the nes a direct co operative spirit generously g g po po 
year will certainly surpass ong ose for th 

ear just ended. The agents reported : 
el improvemer it in conditions over | 
the state and that the rural commen-|  [nter-Southern Life Insurance Compan 
ties, the place where lite insurance is | 
now being written, are in better sha'y \| JAMES R. DUFFIN, President LOUISVILLE, KENTUC 
than for three years past 








The company is now making 
rangements to get into other states 
It is still placing ‘eernts in various 


owns in Teas and beoreanothervc:| | "The Companies That Stay Are the Companies That Pay 





passes expects to have the state “well 

ak "he agents of {oe When a company has proven its stayi.g qualities, as the Western Reserve Life 
ness as the goal for another year. _ Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
‘ane ae nn eee agent can think favorably of that institution. Permanent success can only be at- 
the company. | tained through a permanent connection. | he companies that stay are the companies 





iia ait tae that pay the representative in the lonz run. 











Fred R. Rueffer, cashier for the On- WESTERN RESERVE LIFE INSURANCE CoO. 
tario Equitable Life, has been appointed J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General Counsel 
treasurer. Mr. Rueffer’s insurance ex- | MUNCIE INDIANA 
perience dates back to 1908, when | z 
joined the Mutual Life of Canada. | 
Through his long training he is well | 


equi upped for the new position 

H. McKinney. who becomes a 
sistant secretary, has been connected | 
with the company almost from its incep- | 
tion. He is a graduate of Toronto Uni- 


George Washington Life Insurance Company 
A Definite Territory 





versity and before joining the Ontario ° 
Equitable was for some time in the | A Liberal Contract 
service of McKay & McKay, Toronto. | Low Premium Policy Contracts 





John Hancock Men in West 


President W. L. Crocker of the John 
Hancock Mutual, Vice-President E. H 
Brock, Associate Medical Director 
Haines and Assistant Superintendent of 

} 


Opportunities open in West Virginia, Ohio, Kentucky, Tennessee, Virginia, North 
Carolina, South Carolina and Georgia. Address: 


ERNEST C. MILAIR, Vice President and Secretary 








\gents H. G. Wischmeyer are on a 
month’s trip visiting agencies through- 
out the middle west. The itinerary in- 





cludes Cleveland, Cincinnati, Dayton, | 
()., Indianapolis, Columbus, O., Detroit SECURITY LIFE INSURANCE CO. OF AMERICA 
loledo, Chicago, St. Paul, Des Moines, | ©. W. JOHNSON, Presid ROOKERY, CHICAGO 
rt City, St. Louis, Decatur, IIL. | — en ° 

itt burgh and Huntington, W. Va. | 
resident Crocker will then go to some INSURANCE IN FORCE DEC. 31, 1921 : ‘ ; $37,100,961 

f the eastern agencies. Assets ° ° ° 4 ,442,069 

Plan Life Siena, iii ae Payments to Policyholders since Organization . , 3,727,743 

inihee the dinndiian af Beek Gibe A Exclusive General Agencies for Minneapolis, St. Paul and mititie direct with the Company. 

e e rec Oo ae A. | 

Fisher of Ohio State University an all- | Openings for General Agents and Managers in Fifteen States 


day conference of insurance men was | 
held at the university recently. It has 
been proposed that a course in life in- | 
surance be established at the university. 
The conference was a feature of “Man- 
agement Week” and the proposal to 
establish the course has attracted much 
attention. Last week Prof. D. J. Dem- 
orest of the university addressed a joint | 
luncheon meeting of the Lions’ Club 
and the life underwriters. His subject 


Address S. W. GOSS, Vice-President and 
Manager of Agencics 








MAKING MONEY 


That DETROIT LIFE Agents are making money is evident from the fact that during the 
first nine months of 1922 Detroit Life Agents wrote $11,761,000 of new business in Michigan. 


eee a aearneaa This is an increase of 43 per cent over the same period last year. In June, DETROIT 
Gather at Home Office LIFE Agents wrote $1,808,000 of new business in Michigan. 

The meeting of the supervisors of the | There are some very fine agency opportunities with the Detroit Life, especially for expe- 
Shenandoah | oy a) he held n the rienced agents. Can also use a few parttime men. Home office co-operation assures success. 
home office next Monday, under the di- 
rection of Agency Manager W. F. Ma M. E. O'BRIEN, President. 








allister, who will outline the cienianete 
Plan s for the remainder of the vear, and 
talk over the work for 1923. 








— - —————— 











Provident Life 
Insurance Company 
Bismarck, North Dakota 
insurance in Force, $13,500,000 








THE NATIONAL UNGER WEITER 


SAYS DISABILITY IS 
AID TO LIFE COMPANIES 


(CONTINUED FROM PAGE 1) 


crease their usefulness by gradually ex- 
tending their contracts in such a way 
as to give either with or without life in- 
surance the essential features of acci- 
dent and health insurance. 

Over Insurance Problem 


“The problem of over-insurance is 
common to all three lines of personal 
accident and health insurance. In the 
old days when commercial disability 
benefits ceased at the end of 52 weeks 
just about the time when the permanent 
total disability benefits under life insur- 
ance commenced, there was little, if any, 
overlapping. Today it is quite possible 
for the insured to draw $250 a week un- 
der a commercial health policy and at 
the same time $500 a month for per- 
manent total disability under his life 
insurance. 

“In considering an application, it is 
therefore important to know exactly 
how much weekly or monthly indem- 
nity is obtainable under all his accident 
and health insurance including commer- 





H. H. STEELE, F.L. CONKLIN, 
President retary 
Cc. L. YOUNG, H. B. BEACH, 
Vice-Presiden Ast. Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 














“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these duys. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES (8.7 bide.) LTOWA 


TERRITORY 


IOWA SOUTH DAKOTA 











Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect | | 
the premiums as well as write the ap- 
plications. Why not make inquiry 





now? 
Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of 


Agencies 





cial, non-cancellable and disability with 
life insurance. Unfortunately it is hard 
to obtain this information as frequently 
the applicant himself does not know 
just what benefits are payable under 
various policies, particularly if his con- 
tracts provide double, triple or quad- 
ruple indemnity. Having determined 
the total amount of indemnity under all 
policies as accurately as possible, the 
underwriter must see how this com- 
pares with the applicant’s average earn- 
ings excluding income from _invest- 
ments. He must consider not only the 
average earning today, but what they 
will probably be five, ten or fifteen years 
in the future. 

“For instance, a physician who is 
now earning $2,000 a month may be 
considered eligible for disability bene- 
fits up to $1,500 a month. Five years 
from now he has passed the peak of his 
earning power and his average monthly 
income drops to $1,000. If part of his 
disability indemnity is on commercial 
contracts and if the reduction in his 
earning power becomes known, the 
companies can cancel the commercial 
insurance and leave him with a reason- 
able amount of indemnity under his 
non-cancellable insurance and his life 
insurance. If, 
erage is on non-cancellable and life in- 
surance contracts, then the companies 
have in force insurance of $1,500 a 
month on a person whose earnings are 
only $1,000 a month. 


“The iaitie of over-insurance was 
brought forcibly to attention by the gen- 
eral reduction in earnings during 1920. 

“Several classes of risk which are con- 
sidered ideal for life insurance are less 
desirable for health insurance and non- 
cancellable insurance—for instance, 
farmers, ministers, doctors and dentists. 
Sometimes racial characteristics which 
favor the company in life insurance op- 
erate against it in accident and health 
insurance. Certain risks are accepted 
by accident companies for death and 
dismemberment but not for weekly in- 
demnity. This distinction is made not 
because the occupation is hazardous but 
because the workers are temperamental, 
high-strung or irregular in employment, 
having no regular daily duties to per- 
form—for instance, author, cartoonist, 
capitalist or retired man. 

Benefit of Waiting Period 


“Under life msurance policies with a 
three months’ waiting period there is 
practically no ‘seasonal’ hazard but it 
the waiting period is reduced to two 
weeks or even one month, then this fac- 
tor must be considered. 

“A great many life insurance com- 
panies grant disability income to busi- 
women at the same rates as to 
| men. In this respect they are depart- 
ing from the practice of the accident 
companies which have had an unfortu- 
nate experience with women. The dis- 
tinction may be partly justified by the 
long waiting period and the compara- 
tively small benefits granted with life 
insurance in the past but as the wait- 
ing period is reduced and the relative 
value of the disability benefits increased, 
it is possible that the life insurance com- 
panies may also have an uatavorable 
experience and may have to charge a 
higher rate for disability granted to 
women or even refuse the complete cov- 
cTage. 





ness 


Northwestern’s Iowa Meeting 


Forty agents of the Northwestern 
Mutual Life in the central Iowa district 
held a two-day convention at Cedar 
Rapids last week. C. D. Me ph gn mny 
general agent, presided. M. . Will- 
iams, assistant superintende = of agen- 
cies, and Dr. D. E. W. Wenstrand of 





| the medical department were the prin- 
| cipal speakers. The central lowa 

agency in 19 years has produced 27 per- 
| cent of the Iowa business of the com- 


pany. 


however, his entire cov- | 


James A, Maddox, general agent of the 
Missouri State Life at Columbus, O., and 
former president of the Rotary Club, last 
week gave a talk on the “Value of 
Luncheon Clubs” at a luncheon given by 
the Gyronian Club. 
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@ We write only one 
Agency contract 
for all agents. It 
is described in a 
little booklet 
which you may 
have for the 
asking. 


Nat » nal? 
(S srance an jif 


Home Office, Madison, Wis. 


























HOME LIFE INSURANCE Co. 
NEW YORK 


WM. A. MARSHALL, President 
The 62nd Annual Report shows: 


Premiums received during the 
RC $6,990,507 
Payments to Policyholders and 
their beneficiaries in Death 
Claims, Endowments, Dividends, 
Dk: seasons inosieieiaiebiineied 4,740,340 
Amount added to the Insurance 
SE reer 2,121,307 
Net Interest Income from Invest- 
EE Ee 1,964,050 
($642,638 in excess of the amount 
required to maintain the re- 
serve) 
Actual mortality experience 53.44% 
of the amount expected. 
Insurance in Force..........sssese- $223,116,887 
PD. OE ccccnsndenncnocnse 43,222.34 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 


General y  ¥ 
Central and Southern Ohio and Nerthern 
Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 


CINCINNATI, OHIO 














FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 








California State Lite 


Insurance in force $38,782,271 


Capital and Surplus $684,153.80 


THE GOLDEN WEST; YOUR GOLDEN OPPORTUNITY | 


Insurance Company | 


SACRAMENTO, CALIFORNIA 


Assets in excess of $4,200,000 | 





Splendid opportunity for ambitious, energetic Insurance Salesmen to 
represent our Company in California and Texas Territory 


Write J. R. KRUSE, Vieo- Peasident and General Manager 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
for net lew cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


Oe January 1, 1909, Rates Were Reduced 
and Valves Increased to Full 3% Reserve. 











First —Our rates are right 
Second—Our policies are attractive 





Security Mutual Agents are successful 
WHY ? 


The reasons are many | 


We can give good men good territory 


If you are interested, 
. Jackson, Supt. of Agencies 


SECURITY MUTUAL LIFE INSURANCE CO. 
| BINGHAMTON, N. Y. 





Third —Our Company is reliable 
Fourth—Our agents have our co-operation 


address 


























Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 

Best of contracts to 
agents. 

Twogeneral Agenciesopen 
in Iowa. 

Write for information. 





LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, lowa 
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| MODERN BUSINESS GETTING METHODS 





“Sell Settlements,” Dr. G. B. Van Arrsdale 
Tells Detroit Life Underwriters; How 


Frank Hayes Writes Business Insurance 


BY GEORGE BROWN 





























{ the October monthly 1 ting of | three of the Equitable policies \ stor 
A the Detroit Life Underwriters As- | to I what his wite will possess wit 
) tion, over 10 men anda |! dies 
n women engag ] t ] nsur ~ mt snov hima the rdships ot 
yrotess re oppor re D« 1 1d ( c 
to ow oO « ‘ trv's ss « or the o « dends 
Oo s | e cases ] < t g |} does like Ss 
D Geor B. \ \rsdale, educa emu 
direct or t I ) ( Nev iK¢ e ore ir\ at 1 as 
L who ess e Detroit hov mucl ! c es—S 17.006 . 
t1o ( ] if riters it ~ = te . O-| ne 5 
« g s Ve di le n WwW t t } ‘ ( t l 
kno Ss a cad . erely trom ‘ i! i ( s 
> ( . s om He aqoes KnOV sa siiic \ 
at WOTK Id } S ance left hu wit the ‘ ( i 
n \ Oo ore ne barge dn Oo the ‘ 
Ss 1d¢ > t » I . 
Tne : oy ee Buy Policy on Same 
is wel ropos on ‘ ; 
le . Pit Basis As a House. 
Ik to technical d statist Suppose your good president, Fred 
“Vou'd like te } ive ‘. line ma le 1. tol buvs ous Vi 1 ask him 
isier and made to sticl ildn’t vou? | what kind of house t's a brick and 
Then we'll Ik of s g ‘settlements t the 20 ‘ la \\ 
t { im ¢ Ss vv lite Ss ne ] H ms Hi 
Oo pany, ¢ Ss he cs t KNOV llov s he eC ti 
t is difficul » find son doesn’t know Is there ce 
life insurance Selling ‘settle- | He doesn’t know. What does he know 
ents’ is 1 I } ( ( i about this house he has b g Not! 
et who kr set ‘ at gineeak ak ie & so call ine ties 
1 S| } Pr scute tn} ’ 
rovided im his Hl ns nce ww | it ‘cheap. 
know anything of the pol ut the When P 
torm, the pt I ount « ice policy that \ it giver 
one, to he delivered A the «« vice that ent tles vou to the 
: . } +} wT con 
commission given v« ¢ co any 
What Is to Be : . ; a. 
Done With the Money? 
I was raised in tl Sout } ae iecemitinets eal 
vant 1s o who do 
done, who gives \ n | Suggestions As to 
ou sell life $ 1 Trust Fund Answered 
that what the 1 } ite < me s SC 0 
- , , , \ put 
ther« nyt! c 1 the po fy | ] ] 
, > o1 s alked 
for what he wants dor except dk z « 
. \ . re w < setting 1 
very ¢ 1 1 ee i 100.000 trict nT 1 
endowment? Why not approach hi ~ ee te , Ap : 
. - . SK eC ni i? me couk < ( o 
nstead with thx t t . near : a 
. 1 ol < ( s ito S 
os i met Can they guarantee eithe 
nee is? J st terest? No. Well, fo 
res the at , | : 
- a“ ’ SS 1000 Ve cat vuaranite i num 
visions only ‘ ote ‘ ! ‘ S11 om ind iximum of $165,000 
: so Nl rllgee m —. ; , | non-tay le. state or fede und 
How — deste Pa _ iy pom - at i s ( tl i hu Ire 1 cents o he do 
most ch = a r ) - Ne the consummatior t the 
God _ bless 1m 1 t t rs rut -_ } R W he oO ; ant 
‘How wonld | e this Ree J 
~ . eme oO ‘ sok 
; 7 p va ’ , something that w ll stick and t will 
Appealing to Business earnest profession 
: . 


Man or Home Owner ngaged he future depends not 





7 hat sell but \ ‘ 
If he < ~ 
yUSsIMNess s ime r N ‘ , —" 
like to 1 S S 
yw al tt ¢ t Frank M. Hayes on 
11 7 - 
man 1 ilow Business Insurance 
vw The 
, ‘ , ' 
He . ; 
o ques ne 
' re R ‘ 
, ‘ =f ‘ | \ 
1 t ‘ \ x 
Che best 1 
] t<< \ ‘ , surance st ( tte i cxte 
" . . S estigati of the usiness ¢ 
: “i bl : ses of this citv that thev were it 
——— ¢ ¢ tt sl Y it vy previ Ss time 
of t) pace Pipa ee peop esr | the past five vears 
“Ohne thing that im pressed me was 


Make Him See What ‘in aeitoetil it which prevails be 


It Is That He Buys. t Detre lab and Detroit cap- 

We re often told that lif , tal,” he said nd the outlook for busi- 
nee } 1 to ell Antomol Detroit is unusually good 

he but not | he liability of failures here today 

ne Ves. ] ‘ ou si bout equal to the losses from fire 

t:to hin Shov him the tlerent same business enterprises Most of 

honds issued by your company Here | the failures, I am convinced, are due 

the doctor held up between his fingers | to lack of capital.” 


As to business life insurance, he said 
that there were three kinds of men who 
were good prospects, and, in fact, who 
seeking that sort of insurance 


were 
: have the young man 


First, we who 


wants to get into business and desires 
to strengthen his credit He knows that 


anks aSk questions about the 


amount 


‘ surance carried, and that the man 
who has amply protected himself in 
the way of business life insurance re- 
ccives a much warmer welcome from 
he inkers, so he takes kindly to this 
st towards a strong credit when 

d s to launch into business 





| we have the man who is in 

siness and who desires to increase 

his credit. He has a good business, but 
+t ] 


is expanding and this growth must 


taken care ol, so he begins to cal- 
culate how he ca increase his credit 
Ack odations 

He finds the business life policy an 
inviting proposition and is easily sold 
on the proposition 


have the man who is in 
and contemplates retiring. He 


ird, we 





siness 
ints to provide so that his business 
ll be able to proceed after he has 
ceased to give his active attention to it 


nd he desires to be protecte 1 in 


cast 


i t ge goes wrong While he feels 
that as long as he is at the helm of 


hat business it will go ahead, he real- 


zes that there is a chance of a back 

sli with him taking life easy, so he 
turally turns towards business life 
surance as the answer.” 
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Advantage in Getting 
Prospect Off Guard 


N canvassing, as in warfare, it is 


orte better to £0 round the enemies’ 
defenses tha to make a frontal attack 
Here Is i plan suggested by George 
\ Rathbu ot the Equitable Life of 
York at 


Los Ar 


“Sometimes | spread my papers about 


geles 


on the prospects tabi while | am de- 
veloping y canvass After I have 

¢ my appeal, it he does not seem 
to be coming my way, | gather up my 

ers, put them in my wallet, put my 
wallet in my pocket and prepare to 
leave Che result is that the prospect 
will relax, for he will conclude that the 


nterview 1s at an end At that point l 
this: ‘I have 
taking this 
with 


say something lik given 
policy. 
many 
, > ny lil 
But | have failed to convince 


you Will you please tell 


vou good 


You have 


reasons tor 


agreed me on 


me, tor my 
guidance in conducting my business in 
ture, just why I have not convinced 


you—just what has influenced your 
taking this 


Will Reveal 


against insurance 


Weak Spots 
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Participating Insurance 
At Non-Participating Rates 


ORDINARY LIFE 
(Minimum Policy $5,000 


Rates per Thousand 


Age Premium Age Premium 
ees $14.24 ee . $24.44 
RRR 14.57 eee 25.40 
eee 14.92 ee 26.40 
eee 5.28 42 . 27.48 
Bae 15.66 re 28.62 
a 16.06 ee 29.83 
ae 16.49 ee 31.12 
disk g 16.93 eicana 32.50 
See 17.43 ee 33.97 
aa 17.98 Cee 35.53 
ae 18.54 ae 37.21 
Beh onan 19.14 se 38.99 
Ae 19.78  ~BREVES 40.88 
ic unite 20.46 a 42.90 
| 21.17 ae 45.07 
|, 21.91 | eee 47.37 
. 22.71 eee 49.82 
B.ccccs BS 


MANAGERS WANTED 


James A. Fulton, Agency Manager 
Philip Burnet, President 


Continental Life Insurance Co. 


Wilmington, Delaware 











/ ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








A. GLOVER & CO. 
e Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street., Chicago 
Successors to Marcus Gunn, 
Consuling Actuar - 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
81@-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Bidg. DES MOINES, IOWA 














ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Lite Insurance Forms Prepared. 
fe Law of Insurance a Specialty. 
Colcord Bldg. OKLAHOMA CITY 
NITCHIE 


J H. 

. ACTUARY 
1523 Association Bldg. 19S. La SalleSt. 
Telephone State 4992 CHICAGO 














REDERIC S. WITHINGTON 
Consvuttine Acruarr 
402-404 Kraft Building 

Tel. Walnut 3761 DES MOINES, IOWA 











Actuaries & Exami 
OE SOON {toe cates Bendin 


Kansas City, Me 




















More agents read The National Undes- 
writer than any other weekly newspape: 
of inearance. There are reasone—plensty 
of them. Our subserfbers know. 


THE NATIONAL UNDERWRITER 








| OHIO OUTLOOK BRIGHT 


GOOD INCREASE IN BUSINESS 





Derrand for Palicy Loans Very Notice- 
ably Lessened—More Group and 
Business Insurance Sold 


COLUMBUS, O., Oct. 24.—Life in- 
surance men of this city are looking 
forward generally to a large increase 


in business. Prospects for new business 
are bright and in this connection it is 
declared that there has been a noticeable 
— in the demand for policy loans. 
; Brandon, president of the Colum- 
Sa ‘shen Life, declared that there is 
a «decidedly better outlook for life 
insurance along every line and that 
business has improved in exact pro- 
portion as the whole country has ap- 
proached normalcy. Men of larger 
means, he said, are buying more insur- 
ance, these new applications coming 
from every quarter. The demand for 
policy loans has not been so great as 
that of 1921. 

J. G. Monroe, superintendent of 
agencies of the Midland Mutual Life, 
said the business outlook is improved 
and that more men of larger means are 
buying insurance. Business men and 
salaried people generally, he said, are 
buying policies. There has been a de- 
cline in the demand for policy loans. 


Sell More Income Policies 


Officials of the Ohio State Life said 
that general conditions are more favor- 


able although there is no noticeable 
increase in the demand for insurance 
from men with larger incomes. All 


classes have been buying more protec- 
tion and the demand for policy loans 
is not so great as formerly. 

Arthur D. Hall, general agent, said 
there is a decidedly better outlook for 
life insurance business. He is selling 
considerable income _ insurance, he 
said, while writing policies to fit the 
peculiar needs of his clients. He has 
found, he asserted, that people in gen- 
eral are coming to a fuller realization 
of the value of life insurance. Wealthy 
men have for a long time, he reports, 
realized the value of life insurance, 
and now the people of more moderate 
means are buying more freely. The 
middle class is furnishing a very large 
share of his business. Policy loans 
have declined from what they were a 
year ago. 

Fulmer Surveys Field 


insur- 
by 
cen- 
the 
see 


careful survey of the 
ance field has recently been made 
Thomas B. Fulmer, manager in 

tral and southeastern Ohio for 
Travelers. He said: “I do not 
any considerable increase in volume of 
insurance in the immediate future but 
the year as a whole will be much bet- 
ter than 1921. September and October 
will show a decrease below August and 
previous months. Group insurance is 
more promising for the fall months 
than for the previous months of the 
year. The improvement over 1921 
has been very general but perhaps in- 
surance for business purposes has made 
up a considerable portion of that writ- 


A very 


ten and accounts for some of the 
gains over the previous year. Men of 
wealth are taking more insurance, but 


is largely in the form of insurance 
The busi- 
the more 


this 
to protect business interests 
ness is coming largely from 
populous cities and towns, the small 
towns and rural communities not buy- 
ing so much this year. The demand for 
policy loans during the summer months 
has been slightly in excess of normal 





INCREASE IN WRITINGS 
FIGURES FOR NINE MONTHS 


Penn Mutual’s Good Showing on Busi- 
ness—Officials Address Confer- 
ences of Agents 


PHILADELPHIA, PA., Oct. 24.— 
William A. Law, president o fthe Penn 
Mutual Life, returned to his desk Mon- 

day with a glowing report of last Fri- 
day’s convention at Minne: ipolis of all 
the Penn Mutual agents in that 
While at Minneapolis President L: 


city. 


iW 


gave an inspirational talk to “the boys.” 
William H. Kingsley, vice-president 
in charge of agencies, and Ralpl 


Humphreys, superintendent of the home 
office agency, also were on hand to give 
the middle westerners the benefit of 
home office contact. Mr. Kingsley and 
Mr. Humphreys then went to Chicago, 
where they stirred up enthusiasm on 
Monday at a similar “get-together” 
convention of Penn Mutual men in Chi- 
cago. The former has been away for 
six weeks on a tour which carried him 
to all the Penn Mutual agencies on the 
Pacific coast from Seattle to San Diego 


President Law and _ Superintendent 
Humphreys, however, were away for 
only a few days. 

President Law has given out the fol- 


lowing figures for the first nine months 


of this year: 


New insurance, Jan. 1 to Oct. 1, 1922. 
$114,075,945; Jan. 1 to Oct. 1, 1921, 
$102,540,276; increase first nine months, 
1922, $11,535,669. 


Total outstanding Oct. 1, 1922, $1,141,- 


741,829; increase in outstanding Oct. 1, 
1922, $50,984,320. 

Total payments to members, Jan. 1 
to Oct. 1, 1922, $21,542,495.96; Jan. 1 to 
Oct. 1, 1921, $18,171,831.14; increase, 
$3,370,664.82. 

Policy loans made Jan. 1 to Oct. 1, 
1922, $6,826,593.18; Jan. 1 to Oct. 1, 1921, 
$8,911,914.16; decrease, $2,085,520.98 

Lapses, Jan. 1 to Oct. 1, 1922, 
$20,341,256; Jan. 1 to Oct. 1, 1921, 


$19,981,562. 


Preferred Now Victory Life 


The Preferred Life of Topeka has 
definitely decided to change its name to 
the Victory Life, the new name to be- 
come effective Nov. 1. The company is 
still issuing 20 pay life $5,000 charter 
policy, with rates and valued based on 
the American Experience 3% percent 
modified preliminary term, on the IIli- 
nois standard, with full reserve at the 
end of the tenth year. 


Insurance to Buy Club House 
Club of Co- 


The Columbus Woman’s 


lumbus, O., hopes to pay for the erec- 
tion of its new cluyhouse through lif 
insurance. The lives of the younger 
members will be insured. The club 


plans to lease, probably for 10 years, a 
clubhouse, with the expectation that it 
will be available for the first payment 
that period. By that date the accumu- 
lated dividends on the insurance, the 
amount of = has not been decided, 
will be available for the first payment 
on the house. The yearly dividends 
thereafter will applied to the debt 
until it is paid. 


be 


low.” 
to Columbus 


but seems to be easing up 

Mr. Fulmer, who canx 
from Indianapolis several years ago, is 
an officer of the local life underwrit- 
ers organization, and has charge of the 
life, accident and group departments of 
his company. 
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CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up indebted policies for a number of Life C ompanies 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. 

Our ight years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 


Chicago, Illinois 
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Penn Mutual’s Chicago Rally 


Vice-president William H. Kingsley 
and Superintendent Humphreys of the 


home office agency were the speakers 
before an agency gathering of all Penn 
Mutual agents in Chicago last Monday. 
The two home — men visited Chi- 
cago and § gathered all agents of both C. 
J. Met ary & Co. er W. A. Alexander 
& Ce the Chicago general agencies 
for the company, for a dinner at the 
Congress Hotel. It was for the pur 
pose of getting together all Chicago 
representatives of the Penn Mutual and 
lso to carry a message of cooperatio 
and an urge for greater effort from the 


Iowa Fraternal Congress 


The lowa Fraternal Congress has 
been in session in Des Moines this week 


One of the interesting addresses was 
made by H. S. Nollen, president of the 
Equitable Life of lowa, who spoke 
Tuesday aiternoon on “Cooperation i 
Life Insurance.” Another was by Com- 
missioner Arthur C. Savage, who spoke 
at the Wednesday session on “New In- 
surance Legislation. 

Detroit Life.—The report of the De- 


troit Life on new written business for the 
first three quarters of the year, shows a 


total of $11,541,000. This compares with 
$8,206,000 for the same period in 1921. 
This is an increase of $3,294,000 or 40 
percent. The record of new business 
written in September, this year is $1,- 
267,000. This compares with $842,000 


September last year, an in- 
or better than 50 per- 


written in 
crease of $425,000, 
cent. 

Work on the company’s new home office 
on the corner of Columbia and Park boule- 
vard, Detroit, is progressing satisfac- 
torily and the company hopes to occupy 
it early in 1923. This ten-story office 
building is now up to the fifth story 








The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 

















DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


| YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle | 
CHICAGO, ILLINOIS 

















FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
ested buyers of life insurance. Last year 
we distrmbuted 47,604 direct leads—all in- 


terested prospects who had _ requested 
information. In 1921 this service, and 
Fidelity’s original Policy contracts, 
brought us within 74% of oe unparal- 
leled new business result of 1920. 

Fidelity operates in 40 states. Full level 


net premium reserve basis. Insurance in 
force over $223,000,000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right 


“FIDELITY MUTUAL LIFE 
wears COMPANY, 
HILADELPHIA 


Walter Leas Talbot, President 
































‘“Put Yourself in His Place’’— 


| There’s not much use trying to help a 





_ fellow, if you have no conception of his 

| problems. The men who have charge 
of agency affairs for the Peoria Life are 
men who can put themselves in the other 
fellow’s place. 


They are fitted by inclination to. ap- 
preciate the problems of the man in the 
field; and by experience, to render the 
most helpful practical, cooperation in 





“Cooperation Headquarters” solving those problems. 


Home Office Building of the Peoria Life. Owned 


oxy tok hats eso cones ont, chee They do not believe in an Agency Force 
disturbing the farm mortgage investments which s a 

mpemesunoumiemaimanmmeaes directed from a hermetically sealed office. 
“Policies Strong as Farm They spend a considerable part of their 


Mortgages Can Make Them!” 








time working side by side with the men 
who write the Company’s business. 





Good They are known to Peoria Life agents 
Contracts not merely as names on a letterhead, but 
to Clean, as flesh-and-blood human beings, with 
Live whom they meet frequently; real men 
Agents who can put themselves in the other 





fellow’s place and help him make good. 


Peoria Life Insurance Company 


Peoria, [|linois 
































A Long Pull 
A Strong Pull 
And a Pull All Together 


No expression could better 
typify the cooperative spirit so 
characteristic of the entire or- 
ganization of the Central Life 
of Illinois. Every member of 
the company is an important 
factor in this great spirit of co- 
operation that works toward 
the betterment of every agent. 


The fact that every agent of 
the Central Life is an important 
factor and is recognized as a 
most necessary part of the or- 
ganization spurs every home 
office individual to exert his 
best efforts in giving sound and 
helpful cooperation to every 
field representative. 


Operates in Illinois, lowa, South Dakota, Michigan, Nebraska, Minnesota, Kansas, Missouri and Texas. 


OTTAWA, 


ILLINOIS 





